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In Hard Goods 


Inventories Now... 


Buyers Report Their 
Current Inventory 
Activity Shapes Up 


In Soft Goods 


Tight Inventory Policies Are Becoming SOP 


... And in the Future. 


1. Most purchasing agents see little buying push behind the 
fall business pickup. 


2.Thus, 44% expect no change in their inventory volume 
between now and January 1. 


3. But 30% expect to reduce their inventory levels still further 
by next January. 


4. And only 26% believe they will have to increase general 


invento 


Traffic Men Brace for New Woes 


After Strikes, Threats, and Donna 


New York—Purchasing and traffic men got shipping operations 
back on the track last week and readied themselves for a new 


onslaught of transport problems. 


With the big Pennsy tieup, Detroit's Grand Trunk Line strike, the 


threat of a trucker walkout in the New 


Donna now receding into history, 
shippers face three new hurdles: 

@ The nation’s common carrier 
barge lines are. all set to boost 
rates on a variety of shipments, 
following the pattern set by truck- 
ers and railroads. 

®@ The settlement of a teamster 
dispute that threatened to tie up 
a large segment of East Coast 
trucking operations, is expected 

(Turn to page 52, column 4) 


ICC Seen Taking Steps 
To Flag Bootleg Shipping 


Washington — Freight for- 
warders are hopeful that the In- 
terstate Commerce Commission 
will crack down on one of their 
biggest competitors — illegal 
shipping associations operating in 
the guise of legal cooperatives. 

Reason for the forwarders’ 
optimism is the recent ruling of 

(Turn to page 53, column 1) 


York area, and hurricane 


Defense Seeks Cost Cuts 


Washington — The armed 
forces are stepping up “value 
engineering” (VE) efforts in ma- 
jor procurement contracts as a 
means of trimming arms produc- 
tions costs. 


“value analysis” of “value im- 
provement”—the contractor as- 
signs a special engineering staff 
to work full-time scrutinizing 
weapon specifications, perform- 
ance requirements, production 
techniques, and other cost fac- 
tors. 

The purpose is to produce a 
weapon or component cheaper 
without imparing the function. 
/Or, as one defense official put 
it: “We want to make sure every 
element of cost contributes 
| (Turn to page 51, column 2) 


@ How Much Influence Do 


You Have in making a buying 


decision? The spread beginning on page 34 will give you a 
good idea—from the viewpoint of your fellow executives. 
This layout contains excerpts from a new study by the 
McGraw-Hill Research Dept., and it shows precisely—and im- 
partially—where you fit into the decision-making picture. 


@ The “School for Strategists” Opens Its Doors this week. 
Beginning on page 22 is a new P/W game feature designed 
to test your skill and at the same time sharpen your ability 
to cope with the everyday problems that pop up in the pur- 


chasing profession. Give it a 


whirl; you'll find it’s fun and 


you'll get a lot out of it once you’ve mastered the technique. 


@ The 1961 Auto Fleet's In. On page 40, you'll find the 
first in a series of columns giving you a rundown on the new 
model cars. Titled “Automotive Perspective,” these columns 
by McGraw-Hill expert Don McDonald are tailored especially 
to the fleet buyer’s dimensions. But even if you’re not a fleet 
buyer, you'll want to look over these assessments. 


VE Gets Big Boost As 


Chemists Assure P.A.'s 
A Widening Selection 
Of Substitute Material 


New York—An_ ever-widen- 
ing choice of substitute ma- 
terials—that’s the prospect that 
was unfolded at the five-day 


meeting of the American Chemi- | 


cal Society here last week. 

The flow of new products and 
| processes using new chemicals 
jand plastic formulations com- 


ry levels. 


Checkrein on Stocks Apparently Will Squelch 
This Year's Fall Buying Splurge Before It Begins 


(A Special P/W Report) 1 
New York—Industrial P.A.’s are showing no inclination to relax 


tight inventory controls—a policy course that promises to take much 


of the zing out of the usual autumn buying splurge. 

PURCHASING WEEK’s latest cross-country survey of buying inten- 
tions (see summary above) pinpointed cautious buying and close-to- 
the-vest inventory policies as a combination that, having deflated 
many early 1960 sales forecasts, now is becoming standard operat- 
ing procedure in every major industrial area. 

For the season ahead, at least, this means a pattern of scattered 
order increases—rather than across-the-board buying splurges. 

es And by year-end, the current 


i Tire Makers See Prices 


|pounded by the wizards of the 
‘laboratories shows no signs of | Steady for the Present 
|abating. These developments s : 
‘hogged the spotlight at the| _ Kamsas City, Mo.—The big 
Statler-Hilton and other hotels| tite producers made it clear last 
where chemical engineers and| Week that they have no “immedi- 
researchers came together to ex-| ate” plans to boost prices—al- 


Under this plan—also called | 


_ment with supplier firms, the or- 


P/W PANORAMA 


change ideas: 

@Monsanto Chemical pre- 
sented six low-cost flame retard- 
-ants for plastics. 

@A new flame-proof rubber 


(Turn to page 52, column 1) 


Buying Policies Sought 

New York—A 
group, United Shareholders of 
America, is quizzing major U. S. 
firms on _ purchasing policies. | 
Alarmed by _ implications 
Chrysler Corp. officials’ involve- 


ganization has asked 2,000 firms 
for data on competitive bid 
policies and whether officers hold 
interests in vendor companies. 


FLAMEPROOF RUBBER not only 
won't burn but puts out fire. De- 
veloped by Army and Minnesota 


of | | 


though they admitted higher tags 
|could be coming before the year 
| is out. 

Most of the manufacturers at- 
| tending the three-day meeting of 
the National Tire Dealers & Re- 
treaders Assn. here Sept. 12-14 
said they were making every effort 


| to hold the price line, but pointed 
stockholders | to two factors that are operating 


against them: 
(Turn to page 51, column 1) 


mood of keeping tight inventory 
restraints may become even more 
‘deeply established. 

© Over-all buying—Fully 50% 
of P.A.’s queried do not think 
seasonal production pickup will 
call for any increases in their 
buying activity. They will tend 
to offset the others who see some 
increases ahead—and limit buy- 
ing stepup to about 5% to 10%. 

@Product by product—Sea- 
sonal increases in many indus- 
tries, however, will make for 
substantial boosts in individual 
lines. Leading the list of items 
where increased buying is antic- 
ipated are: steel products, pack- 

(Turn to page 8, column 4) 


This Week’s 


Mining, first use will be military. 


Purchasing 
pective SEPT. 19-25 


STRATEG Y—Hundreds of industry’s top sales and marketing 
experts met in New York last week for brainstorming sessions 
on how to inject new life into sales campaigns. The sessions— 
arranged by the National Industrial Conference Board—were 
keyed to one principal topic: how to get more mileage out of the 
sales staff and produce higher profits. 

Already on the receiving end of one of the hardest sells on 
record, even the work-a-day industry buyer can’t afford to over- 
look how these sales strategy powwows ultimately zero in on 
him. Rarely since the end of World War II has the business 
outlook been so clouded by so much “iffiness”—with business 
stalled without umph on a more than somewhat lofty plateau. 
And out of this muddled situation—in the eyes of McGraw-Hill 
economics department experts—the salesman is clearly emerging 
as a key, if not the key, figure in the economy as a whole. 

(Turn to page 51, column 4) 
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This Week's Commodity Prices 


Sept.14 Sept.7 


METALS 

Pig iron, Bessemer, Pitts., gross ton.............++-: 
Pig iron, basic, valley, gross tom.............eee0ee: 
Es ccc cecceocsseescoees 
Steel, structural shapes, Pitts., cwt............0e206- 
Steel, structural shapes, Los Angeles, cwt............ 
i OE a I, GU ca cb etcceacecicosceee 
cee Paue se vebenseedsaseceese 
i i CE Occ aceneccvenserceccvcves 
Steel scrap, #1 heavy, del. Pitts., gross ton........... 
Steel scrap, #1 heavy, del. Cleve., gross ton.......... 


Steel scrap, #1 heavy, del. Chicago, gross ton........ 
SES Ss errr ere rT Tere 
Secondary aluminum, #380 Ib.................e0- 
Copper, electrolytic, wire bars, refinery, Ib........... 
Copper scrap, #2, smelters price, Ib................ 


i i oo case bce ecaeededecees 
Nickel, electrolytic, producers, Ib...............04.: 
se ccc ebb Ss J0'9 00.9% 
Zinc, Prime West, East St. Louis, Ib................ 


FUELSTt 

Fuel oil #6 or Bunker C, Gulf, bbl................ 
Fuel oil #6 or Bunker C, N.Y., barge, bbl.......... 
Heavy fuel, PS 400, Los Angeles, rack, bbl.......... 
Lp-Gas, Propane, Okla., tank cars, gal............. 


Gasoline, 92 oct. reg., Chicago, tank car, gal........ 
Gasoline, 84 oct. reg., Los Angeles, rack, gal......... 
SO, COU, CUO, Og oc oc ce tcccccccccces 
Heating oil #2, Chicago, bulk, gal................. 


CHEMICALS 

Ammonia, anhydros, refrigeration, tanks, ton........ 
Benzene, petroleum, tanks, Houston, gal............. 
Caustic soda, 76% solid, drums, carlots, cwt......... 
Coconut oil, inedible, crude, tanks, N.Y. Ib......... 
Glycerine, synthetic, tanks, Ib...................... 


Linseed oil, raw, in drums, carlots, Ib............... 
Patmelic eulryGride, tamite, MB... ......cccsccccccccs 
Polyethylene resin, high pressure molding, carlots, Ib. . 
Rosin, W.G. grade, carlots, fob N.Y. cwt............ 
Ms Bank ewe cicvdcscoccccees 


Soda ash, 58%, light, carlots, cwt.................. 
peer, Grete, Belk, TORS OR... 5... we cc cc ccc cces 
Sulfuric acid 66° commercial, tanks, ton............ 
Tallow, inedible, fancy, tank cars, N.Y. Ib........... 
Titanium dioxide, anatase, reg. carlots, Ib............ 


PAPER 


ee a a 


eT 


cwt. 
Chipboard, del. N.Y., carlots, ton.................. 
Wrapping paper, std. Kraft, basis wt. 50 Ib rolls...... 
Gummed sealing tape, #2, 60 Ib basis, 600 ft. bundle. . 
Old corrugated boxes, dealers, Chicago, ton.......... 


BUILDING MATERIALS+ 

Cement, Portland, bulk carlots, fob New Orleans, bb!. . 
Cement, Portland, bulk carlots, fob N.Y., bbl........ 
Southern pine, 2x4, s4s, trucklots, fob N.Y., mftbm... 
Douglas fir, 2x4, s4s, carlots, fob Chicago, mftbm... . 
Spruce, 2x4, s4s, carlots, fob Toronto, mftbm....... 
Fir plywood, %4” AD, 4x8, dealer, crid, fob mill, msf. . 


TEXTILES 

Ne ib oe dcaascesdvccee 
oe SS +, AS Sea eee 
Printcloth, 39”, 80x80, N.Y., spot, yd.............. 
Rayon twill, 4012”, 92x62, N.Y., yd............... 
EG ea es os once cass 


HIDES AND RUBBER 
Hides cow, light native, packers, Chicago, Ib......... 
Rubber, #1 std ribbed smoked sheets, N.Y., Ib....... 


67.00 
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t Source: Petroleum Week + Source: Engineering News-Record 
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Cloth Weaken Index 


Litt PR OPC Pe re He ee See 


_____This Week’s 


Price Perspective 


SEPTEMBER 19-25 


THE INVENTORY FACTS OF LIFE are being hammered home by PW’s 
new survey on buying intentions (see page 1). 

No matter how you slice it, you come up with one inescapable conclusion: 
The “play-it-close-to-the-vest” philosophy is here to stay. 

And it raises some important questions: 

@ On prices—Will inventory declines weaken demand sufficiently to keep 
prices jumpy? Will discounting and other concessions still be the rule— 
despite supplier protestations to the contrary? 

@On production—What effect will less-than-anticipated fourth quarter 
buying have on production schedules? How much of a seasonal pickup 
can we expect? 

@ On prosperity—Will a switchover from inventory accumulation to over- 
all liquidation push business off its shaky economic plateau? 


THE FIRST PRICE CLUE already is in. 

Raw material quotations usually strengthen after Labor Day as production 
demands rise. 

Not so this year. PURCHASING WEEK’s sensitive material index continues 
shaky—and considerably below beginning of year levels (see chart above). 

Current weaknesses in copper, rubber, and textiles will keep pressure on 
these tags. And the threat of higher steel tags—the only one on the horizon 
at the moment—seems to be temporarily in abeyance. 

For the more complex fabricated lines, the situation is less clear. 

On the one hand, higher labor costs could force some boosts—and will 
certaimly preclude any outright cuts. 

But, on the other hand, the recent wave of unofficial price shading could be 
resumed if sales continue to lag. 

* * 3 


ON THE PRODUCTION FRONT the industry consensus is that a 6% to 
8% boost in fall output schedules can be expected. 

This is based on steel operating at about 70% of capacity and on continued 
modest buying of capital equipment and consumer durables. 

But this over-all increase is hardly cause for cheer. 

That’s because the gain is less than seasonal. Ordinarily—according to 
official Department of Commerce estimates—seasonal factors push October 
output 10% above summer lows. 

Anything under this percentage means that output is staging a “less than 
normal” recovery. 

And unless something happens unexpectedly to make P.A.’s change their 
minds, this is what’s in the cards for the rest of the year. 

« e 

GROSS NATIONAL PRODUCT, the nation’s basic indicator of business 
health, also is likely to feel the effects of inventory retrenchment. 

That’s because inventories are an integral part of GNP—along with capital 
spending, consumption, and government outlays. Accumulation of stocks adds 
to GNP—and liquidation makes for a subtraction. 

In the first half of the year hefty additions to inventory were substantially 
responsible for keeping this key measure in upward trend. Over that period 
85% of the GNP rise could be traced to inventory accumulation. 

But no such fillip is expected for the fourth quarter. End of the inventory 
buildup phase means no positive contribution to GNP. 

And to the extent that paring takes place, inventories could act as a net 
drag on GNP. They conceivably could offset rise in other sectors of the 
economy—and thus halt the steady rise in GNP that has been going on since 
early 1958. 
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Invasion by Foreign Firms Pushes Flat Glass Prices to Bottom 


New York—Flat glass prices 
are scraping bottom, because of 
the ever-growing wedge being 
made in the domestic market by 
foreign imports selling at 8% to 
25% below U.S. glass. During the 
second quarter, foreign glass 
captured some 38% of the 
American market. 

“We tried dropping prices last 
April,” one major window glass 
maker told PURCHASING WEEK. 
“Within 72 hours the foreigners 
had cut their prices, restoring 
and, in some cases, increasing the 
former price differential. They’re 
just too fat for us.” 

Foreign Wage Advantage 

He said the price differential 
between domestic and foreign 
glass was due to the difference in 
wages between American glass 
workers and overseas workers. 
The average wage for Americans 
is around $4/hr. compared to 
75¢/hr. in Belgium, largest 
foreign glass importer, and 33¢ 
hr. in Japan, second largest im- 
porter. 


Foreign Freight Advantage 

“In addition,” said a spokes- 
man for Pittsburgh Plate Glass 
Co.’s glass division, “they’ve got 
a tremendous freight rate ad- 
vantage.” 

He pointed out that the 
from Antwerp to Boston was 
84¢/cwt, compared to 86¢/cwt 
from Clarksburg, PG’s closest 
plant to Boston. Liverpool-to- 
Miami rates, he said, run 73¢ 
cwt, while Clarksburg-to-Miami 
is $l1/cwt, and Yokohama-to- 
San Francisco is $1.24/cwt, 
while it costs $1.62 to ship glass 
from PG’s Henryetta, Okla., 
plant to San Francisco. 

PG has already had to lay off 
25% of “our normal comple- 
ment of 2,900 workers,” he 
idded, “to meet the depression 
we’ve been suffering. 

“To show you what we’re up 
against,” he went on, “prior to 
our price reductions of last April 
25, West European producers 
were laying down flat glass in 
Chicago and Miami at 7.5% be- 
low PG prices and 12.3% below 
our prices in New Orleans. 
Meanwhile the Japanese were 
laying down sheet glass at 
164%2% below PG prices on the 
West Coast.” 

Even harder hit, however, 
than PG, a diversified corpora- 
tion, are those manufacturers 
whose production is devoted ex- 
clusively to sheet glass. 

“Our shipments have dropped 


rate 


the same periods last year,” a 
Libbey-Owens-Ford Glass Co. 
vice president told PW. 

He said the fact that coastal 
area customers, who can take ad- 
vantage of ocean freight rates, 
represent 65% of the country’s 
glass buyers, has _ prevented 
Libbey-Owens from recapturing 
its lost markets despite absorp- 
tion of freight costs last spring. 

“We've also lost a big portion 
of the automobile industry,” he 
went on, “which is one of our 
best customers. Ford Motor Co. 


already has its own glass-making 
plant, and, this year, Chrysler 
Corp. has started processing 
(bending and laminating) its own 
glass and will be buying 50% of 
all its glass from overseas.” 
Ask For Relief 

Another flat glass maker hit 
by foreign competition is Ro- 
land Glass Co., of Clarksburg, 
W. Va. Russell Rice president, 
along with representatives of 
Libbey-Owens-Ford and PG, 
last month went before the U.S. 


Tariff Commission to ask for an 
“escape clause” investigation to 
provide relief for the domestic 
industry. 

Of Roland’s factories in 
Clarksburg, one is now operating 
at 52% of capacity, while an- 
other is down to 40% of normal. 

Said another Roland official: 
“How can you expect any help 
from the government when the 
Department of Commerce goes 
ahead and approves a $1.5-mil- 
lion loan to build a flat glass 
factory in Taiwan?” 


Industry leaders also had ap- 
peared before the Committee for 
Reciprocity Information, to re- 
quest tariffs on flat glass remain 
unchanged. Flat glass is one of 
the products that the U.S. is con- 
sidering for tariff cuts at the cur- 
rent negotiations of the General 
Agreement on Tariffs and Trade 
in Geneva. 

Tariffs on flat glass have 
dropped from a range of 62% to 
67% in the 1930s to a current 
ad valorem equivalent of 14.8%, 
a PG spokesman pointed out. 


Take 10 high-temperature alloy-melting 
furnaces, hydraulically operated—each 
pouring 1500 lbs. of molten metal every 


Ready...aim...NO FIRE! 


studying other commercial hydraulic flu- 
ids—for many reasons: 


In plant after plant, operators find that 
these advantages assure maximum safety 


1. Irus Fluid will not support combustion. to both personnel and equipment. 


38%, 32%, and about 35%, re- 
spectively over the first three 
quarters of 1960, compared with 


hour in close proximity to ‘“‘live’’ hy- 
draulic lines—and you can readily see 
why selection of hydraulic fluids is im- 
portant to Calumet & Hecla’s Wolverine 
Tube Division. 


Carpenter Steel Reduces 4. 


S : Now the operation is made more reli- 
Prices on Some Stainless 


able by the use of Shell Irus Fluid 902, a 
water-in-oil emulsion type fluid. Irus® 5 
Philadelphia — Price reduc- Fluid was C & H’s choice, after carefully 
tions have been put into effect 
by Carpenter Steel Co., on some 
forms of Type 304 stainless steel. 
Type 304 is an industry designa- 
tion for a grade of corrosion 


If you have a hydraulic line fire hazard, 
we suggest that you have the Shell In- 
dustrial Products Representative show 
you the many advantages in Irus Fluid 
902; or write to Shell Oil Company, 50 W. 
50th St., New York 20, N. Y., or 100 Bush 
St., San Francisco 6, Calif. In Canada: 
Shell Oil Company of Canada, Ltd., 505 
University Ave., Toronto 2, Ontario. 


2. Irus Fluid has excellent lubricating prop- 
erties. 


3. Irus Fluid has hydraulic efficiency and 
equipment compatibility. 


Irus Fluid is economical, costing about 
one-third less than other fire-resistant 
fluids. 


. Irus Fluid’s bright yellow color makes it 
easy to spot and trace leaks. 


resistant steel which carpenter ies SHELL IRUS FLUID 902 
described as “one of the PM cag ty can A fl . 4 Al Y 
most commoenly used types.” cant is named for a sea shell. Shown the low-cost, re-resistant hydraulic uid 

The base prices are: bars, a +e 


463%4¢ |b., down 2%4¢; wire, 
444%4¢ Ib., down 2%¢; billets 
39% ¢ Ib., down 24%2¢. The steel 
producer said the price cuts were 
made “in recognition of current 
competitive conditions.” 
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This Week’s 


Washington 
Perspective 


Top policy makers in the Administration—men who constantly 
study economic indicators and talk with business leaders—are 
still convinced that the current signs of business softness do not 
indicate a recession is coming. 

In an election year, these officials are being especially watchful. 
After reviewing the newest batch of official figures, their word 
to GOP candidate Nixon is not to worry about a slump between 
now and November, or about a recession developing early in 
1961 should he win the White House. 

The men making this reassuring prophecy are the top economic 
advisors to Eisenhower. Few of them plan on staying in public 
life even if Nixon wins. 

Is their judgment clouded by a natural desire to turn over a 
healthy economy to their successors next year? Could be. But the 
stakes are big. They realize that if they are wrong about the 
next few months, they could be handing the election to the 
Democrats. 

If they feared a sharp decline—big enough to worry voters— 
they’d have reason to say so now and to start taking anti-recession 
steps such as increasing military contracts, pumping fresh money 
into federal construction projects, and the like. They are not 
doing these things. In fact, they are recommending against them. 

Their reasoning goes like this: The major factor that has kept 
economic activity this year below the levels widely predicted 
last January, as they see it, is the new tight-inventory policy 
of business (see page 1 and Price Perspective p. 2). They see 
business making a rolling readjustment to lower sales-to-inven- 
tories ratios. As long as consumption of finished goods remains 
strong, there can be no real recession. In fact, it is argued that 
business this year is laying the groundwork for a sound and 
healthy advance in the near future, into a period of “inflationless 
prosperity”. 

Treasury Secy. Anderson is a leading advocate of this view. 
He believes the fundamental factor in 1960 is that businessmen 
no longer fear inflation, and no longer are making either their 
inventory plans or their investment plans on the assumption that 
prices will always rise. Once the economy is geared to this new 
attitude, Anderson believes the statistics will again reflect broad 
growth, this time without recurring price rises. 


SEPT. 19-25 


Key indicator in this optimistic view is personal income, which 
largely determines how much consumers spend. Up to last month 
it had been making good gains; in July for example it rose 
$1-billion (annual rate) over June. In August the increase was 
only $300-million, some analysts in the Department of Commerce 
think further declines are in the making. 

* . = 

Durable goods manufacturers are leading the retreat from 
earlier plant and equipment spending plans. After hitting a peak 
in the spring, they have cut back their programs for the current 
quarter and for the final 1960 quarter. Even so, planned capital 
goods outlays by hard-goods manufacturers are 26% higher this 
year than in 1959, in the government’s latest survey of industry 
spending plans. 

In the soft goods industries, chemicals, textiles, and rubber 
firms are still booking 30% higher expenditures than in 1959. 

Total plant and equipment spending is now expected to be 
12% higher than 1959, instead of 14% higher as businessmen 
originally planned. Instead of rising to an annual rate of $38- 
billion for the October-December quarter as foreseen earlier, 
business now expects to spend at a rate of $37-billion in the last 
guarter. 

Economists interpret this leveling off as a signal ending the 
capital spending rise that began two years ago. 
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Latest Week Year 

Week Ago Ago 
Steel ingot, thous tons 1,503 1,401* 356 
Autos, units 52,014 51,647* 24,364 
Trucks, units 13,493 12,931* 11,869 
Crude runs, thous bbl, daily aver 8,271 8,294 8,181 
Distillate fuel oil, thous bbl 12,943 12,774 11,938 
Residual fuel oil, thous bbl 6,250 6,027 6,098 
Gasoline, thous bbl 30,004 29,200 29,490 
Petroleum refineries operating rate, % 84.5 84.8 84.3 
Container board, tons 117,880 168,282 133,081 
Boxboard, tons 74,324 97,109 71,101 
Paper operating rate, % 91.7 94.3* 96.2 
Lumber, thous of board ft 216,998 233,370 242,640 
Bituminous coal, daily aver thous tons 1,265 1,298* 1,223 
Electric power, million kilowatt hours 14,216 14,941 13,109 
Eng const awards, mil $ Eng News-Rec 423.3 427.2 298.5 
*Revised 
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New York—The paradox of 
growing joblessness and peak em- 
ployment remains the big riddle 
of an economy that already has 
more than its share of question 
marks. 

Current employment statistics 
(August) have economists mutter- 
ing in their beards and labor stat- 
isticians reaching for their slide 
rules. Consider these figures, for 
example: 

Total employment is at a 
record level of 68,282,000, com- 
pared to 67,241,000 a year ago. 
Total unemployment: 3,788,000, 
compared with 3,426,000 in 
August, 1959. 


Jobless % Inches Up 
Stated in percentages, the job- 
lessness figure works out to a rate 
(seasonally adjusted) of 5.8% of 
the total labor force last month. 
That’s considerably above the 
5.4% figure racked up both in 
the previous month and August 
of last year. 

Other disappointing notes: 

@ Non-farm work—Non-agri- 
cultural employment rose less 
than usual for this time of the 
year. But some of this may be 
connected with early model 
changeover in the auto industry. 

@Primary metal weakness— 
Employment in this industry has 
declined by 130,000—over 10% 
—in the last 6 months. 

© Overtime PURCHASING 
WEEK’S overtime hour index 
dropped to 82.1 (1956 100). 
That leaves it 4% below July and 
23% below a year ago. 

This low overtime figure is a 
further sign that delivery pres- 
sures are easing. For plant 
managers are loathe to use costly 
overtime unless it’s absolutely 
necessary. 

A closer examination of the 
overtime data reveals that most 
of the drop is located in the 
hard goods area (see table 
alongside). 

August overtime in the durable 
goods fields was some 30% be- 
low last year. In soft goods, only 
a 10% year-to-year drop was 
noted. 

Industry by industry compari- 
son reveals very few areas where 
overtime hasn’t declined from 
1959 levels. The only three are: 
tobacco, chemicals, and leather. 
(Significantly enough, all these 
are in the soft goods area). 


The downtrend in overtime 
figures also affected over-all 
factory earnings. The average 


hourly earnings dropped to $2.27 
in August—2¢ below July levels. 
And average weekly earnings 
dropped to $90.12—$1.02 below 
month-before levels. 


Price of Mideast Crude 
Reverts to Higher Level; 
U.S. Won't Be Affected 


New York—New boosts in 
Mideast crude oil postings aren’t 
expected to have much influence 
on domestic petroleum prices. 
That’s because the domestic mar- 
ket is effectively isolated by rigid 
U.S. import quotas. 

The rises, announced by Esso 
and Shell, restore part of the 
price reductions made only last 
month. This abrupt about-face 
is tied up with complex interna- 
tional oil politics—and doesn’t 
reflect any basic change in the 


world crude oil supply. 
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Index of Overtime Hours in Manufacturing 


Latest Month Year % Yrly 
Month* Ago Ago Change 
ME dibhaeecdéevadeven east 82.1 85.7 107.1 —23.3 
BE GOOG 6 coc ccc cecsveoss 70.0 76.7 100.0 —30.0 
Ordnance & Accessories...... 69.0 65.5 72.4 — 47 
Lumber & Wood............ 90.9 103.0 106.1 —14.3 
Furniture & Fixtures........ 82.1 85.7 100.0 —17.9 
Stone, Clay & Glass.......... 88.9 86.1 100.0 —I11.1 
Primary Metals ............ 60.7 57.1 85.7 —29.2 
Fabricated Metal Products... 83.3 90.0 100.0 —16.7 
Non Electrical Machinery.... 67.6 73.0 78.4 — 5.3 
Electrical Machinery ....... 69.2 69.2 80.8 —14.4 
Transportation Equipment .. 75.9 82.8 89.7 —15.4 
PPT CT Te Se 95.7 87.0 104.3 — 8.2 
Ec scavoutecseeaeay 104.0 104.0 116.0 —10.3 
DN 5 Gas poles dsvettbeksues 109.1 97.0 103.0 + 5.9 
(ree 109.1 = 109.1 163.6 —33.3 
Textile Mill Products....... 100.0 111.5 119.2 —16.1 
PE sss vdconweecee reso 108.3 1083 116.7 — 7.2 
ET Sins 5 ia cee ahewekbeone 93.5 93.5 102.2 — 85 
Printing & Publishing....... 90.6 90.6 90.6 0 
SS ee A ee 108.7 104.3 104.3 + 4.2 
Petroleum & Coal Products... 115.0 105.0 115.0 0 
Rubber Products ........... 100.0 964 1714 —41.7 
Leather & Products......... 121.4 92.9 92.9 +30.7 


* August is the month for totals and major 
industry figures. 


subtotals. July is the month for individual 


Washington—Two broad pro- 
grams to set the framework for 
standardizing office machines and 
data processing equipment on an 
international basis have been 
initiated by the Office Equipment 
Manufacturers Institute. 

The OEMI proposed the idea 
to the American Standards Assn. 
and received the green light to 
go ahead with the projects. The 
programs will be sponsored by 
the Institute and organized under 
ASA procedures. 

The efforts of the data proces- 
sing program are expected to re- 
sult in logical systems standards, 
including a common language, 
which will enable users of elec- 
tronic data processing equipment 
to interchange information and 
programs among computers. 


Standards Mean Savings 


At present, data processing 
programs are designed for the 
equipment of individual manufac- 
turers and must be converted for 
use in any other manufacturer’s 
product. In addition to enor- 
mous savings in time and 
money, the OEMI reports, the 
most important effect of this pro- 
gram will be to insure greater ac- 
curacy in final data by reducing 
the margin of error possible dur- 
ing conversion of data. 


The United States has been 


Office Equipment Makers Take Steps 
Toward International Standardization 


granted the secretariat for the 
data processing standards pro- 
gram, which means that the 
OEMI committee will be the 
technical group for the In- 
ternational Organization for 
Standards, the world standards 
body. 


Terminology to Be Set 


The office machines plan wil 
establish standard terminology 
and definitions, standard output 
formats defining characters and 
symbols and other fundamental 
elements of interest to users and 
manufacturers of office equipment 
and related supplies. 

Italy will hold the secretariat 
for the office machine program, 
but the OEMI will work on 
American standards and play an 
important role in setting up inter- 
national standards. 

Under ASA procedures, the 
two programs will be studied 
by committees representing sub- 
stantially all interested groups 
of manufacturers, users, and 
specialists. 

Dr. Joseph W. Barker, former 
Dean ef Columbia University 
School of Engineering, will head 
the organization on data program 
standards. Carl P. Ray, vice 
president of Royal McBee Corp., 
will direct the organization of the 
office machine program. 
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Purchasing Agents 


For full information about Emery’s exclusive 
Air Procurement Service that automatically 
keeps you informed and protects your incoming 
shipments DETACH AND MAIL THIS CARD. 


Mr. John C. Emery, Jr. 
Emery Air Freight Corporation 
801 Second Avenue 
New York 17, N. Y. 


No 
Postage Stamp 
Necessary 
If Mailed in the 
United States 


Purchasing Agents 


For full information about Emery’s exclusive 
Air Procurement Service that automatically 
keeps you informed and protects your incoming 
shipments DETACH AND MAIL THIS CARD. 


Also, | would like to have: 


[_] Free full color 30” x 20” Emery Air Freight Market Map of the 
United States. 


|] Worldwide Directory of all Emery offices. 
[_] New Low Emery Rates for our products. 


To “ship fastest way” 

Purchasing Agents 
specify 

“Ship Emery Air” 


Only Emery offers these extras...at no extra cost: 


@ Blue Ribbon Service between over 10,000 
U.S. cities. 


@ Emery uses ALL airlines to give you the best 
and fastest service from your suppliers’ cities. 
Automatic reserved space aboard KEY flights 
of ALL airlines. 


@ Your shipments are controlled every mile 
of their way by Emery’s exclusive teletype 
protection system. 


@ Emery’s exclusive Air Procurement Service 
saves expediting time, money and worry. Plus you 
know IN ADVANCE when your shipment will 

arrive and be delivered. 


@ Guaranteed dollar savings with Emery’s 
NEW LOWER RATES. Emery’s Blue Ribbon Service 
STARTS as low as $5.00...INCLUDEs 24-hour-a-day 

pickup and delivery. 

Why not find out today what Emery can 

do for you—on inbound or outbound shipments. 
Call your local Emery man or 


detach and mail this card 


EMERY A/R FREIGHT 


Offices throughout the world. 
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Autumn Buying Will Lack : 


(Continued from page 1) 
aging material, basic chemicals, 
fasteners, and plastics. 

® Timing—Where pickups are 
anticipated, they will generally 
eccur this month or during Oc- 
tober. Less than one out of every 
four of these P.A.’s expect the 
pickup to come later than Octo- 
ber. 

®@ Future inventories—Physical 
volume of stocks (as contrasted 
to actual buying which is influ- 
enced by seasonal production 
schedules) will slowly decline 


HOW NOT 


TO MAKE 


when buying silver brazing alloys* 


MIS TAKSE 


1. Don’t buy from a source with an inadequate engi- 
neering service. (In addition to our knowledgeable sales 
force we have an engineering staff throughout the coun- 
try to back up our sales engineering force waiting for an 
opportunity to serve you.) 


2. Buy from a producer, not a repackager. Repackagers 
have uncertain supply, inadequate sales and engineering 
coverage. 


3. Don't buy from a seller with an incomplete line. You 
may get sold an alloy that’s not exactly right for your 
application; uneconomical, won't work, etc. 


4. Buy from a company that has a first-rate distribution 


organization; whose distributors themselves are big 
enough to give service, delivery, credit and counsel. 


5. Buy from a manufacturer who produces products of 
first-line quality— who promises and delivers materials of 
accurate analysis, strict tolerances and unvarying dimen- 
sions, and delivers them where you want them when you 
want them. 


6. Buy from a producer whose research people can work 
with you on unique or “exotic” applications; who has 
developed many of the classic alloys, whose standard 
list of brazing alloys (high & low temperature) is longer 
than that of any other producer. 


Further details on the abéve can be had immediately from Handy & Harman, 82 Fulton St., New York 38, or any of 


Handy & Harman’s distributors. 
* Published in your, and Handy & Harman’s, interest. 


Your No. 1 Source of Supply and Authority on Precious Metals 


. - 
4 «3 aa 


HANDY & 


HARMAN 


General Offices: 82 Fulton Street, New York 38, N.Y. 


Offices and Plants: Bridgeport, Conn. * Chicago, II!. * Cleveland, Ohio * Dallas, Texas « Detroit, Mich. » Providence, R. |. * Los Angeles (El Monte), Calif. 
® Montreal, Canada ® Toronto, Canada 
DISTRIBUTORS IN PRINCIPAL CITIES 
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through the end of the year. It 
means a continuation of the trend 
which started in July—when fac- 
tory stocks fell for the first time 
since the steel strike settlement. 


®@ Days’ supply—Further con- 
firmation of tight inventory policy 
comes from the fact that an over- 
whelming 81% of P.A.’s queried 
—or more than 4 out of every 5 
—now report days’ supply equal 
to or below year-ago levels (see 
chart above). 


@ Normal level—A surprisingly 
large percentage of P.A.’s (42%) 
reports that the concept of nor- 
mal inventory levels has shifted 
downwards over the past year or 
so. That’s more than three times 
the number reporting an upward 
shift. 


Buying Plans 


Closer look at the buying out- 
look for the rest of the year, how- 
ever, reveals a few bright spots. 
For example, while there’s little 
steam in over-all plans, seasonal 
needs will mean __ substantial 
pickup in certain specific com- 
modities. 

Thus, for steel products, about 
one out of every three P.A.’s ex- 
pects to increase his ordering. 
Equally significant, the average 
steel stepup will be substantial— 
somewhere in the order of 20%. 

And a similar figure also holds 
for all other items where in- 
creased buying is anticipated. 
For. example, among the P.A.’s 
anticipating some over-all in- 
creases, the average boost comes 
out to about 22%. 

Another encouraging sign is the 
fact that specific items where buy- 
ing increases are expected out- 
number expected decreases by 
better than 4 to 1. The last PW 
survey, taken in late spring (PW 
5/23/60), showed less than a 2 
to 1 ratio. 

The number of anticipated 
changes (both up and down) by 
principle category of items is 
listed for both surveys in the table 


N.Y. Firm Develops 
Plastic Laminate 
Broke Chest Cover 


North Tonawanda, N. Y.— 
Metal-Cladding, Inc., has devel- 
oped a new corrosion-resistant 
broke chest cover which has been 
installed at Marathon Southern 
Corp.’s pulp and paper mill in 
Nabeola, Ala. 

The new 25-ft. “Kabe-O-Rap” 
cover is made of fiberglass rein- 
forced polyester laminates and 
reinforced with stainless steel 
cables that provide extra strength 
under heavy loads. 

Made of hetron (R)92 poly- 
ester, a fire-retardant resin pro- 
duced by Hooker Chemical 
Corp.’s Durez Plastics Div. here, 
Kabe-O-Rap combines high struc- 
tural strength, light weight, and 
ease and economy of fabrication 
with maximum structural strength 
and wind resistance. 

In addition, the cover’s trans- 
lucent quality permits cleanout 
inspection without the need for 
lighting facilities. Kabe-O-Rap 
can also be pigmented, however, 
to reflect sunlight and heat and 
to conform with a customer’s 


exterior color scheme. 
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the Old Zing This Year as P.A.s Keep Tight Rein on Inventories 


immediately below. The numbers 
are comparable because the total 
number of respondents in both 
surveys was approximately the 
same. 


NEW LAST 

PRODUCT GROUP SURVEY SPRING 

Increases Number Number 
Iron & steel prod...... 100 44 
Packaging mat ........ 98 37 
ED 0 o6 vena nnes 54 31 
Basic chemicals ..... 64 28 
i 47 27 
Controls & instru...... 28 21 
Maint. eqpt. & sup..... 31 21 
Rubber goods ........ 30 20 
Electric motors ........ 21 18 
Nonferrous metals ..... 42 18 
Machine tools ........ 22 17 
Office sup. & eqpt...... 35 17 
Power & fuels.......... 46 15 
Lubricants & eqpt...... 30 15 

Decreases Number Number 
iron & steel prod...... 28 35 
Packaging mat ........ 19 25 
Power & fuels......... 7 20 
| 16 19 
Nonferrous metals ..... 15 18 
Basic chemicals ....... 1 17 
Lubricants & eqpt...... 7 13 
Rubber goods ........ 7 12 
er 6 11 
Electric motors ........ 7 10 
Maint. eqpt. & sup..... 10 10 
Machine tools ........ 3 9 
Office sup. & eqpt...... 8 9 


Note that in all items buying 
now shapes up heavier than it 


all cases—anticipated cutbacks 
are smaller than indicated by 
the earlier survey. 

Note also the large number of 
buyers who expect to increase 
purchases of packaging materials. 
Again, about one out of every 
three P.A.’s surveyed said some 
increase in this area was likely— 
and again the average increase 
mentioned by respondents was 
about 20%. 

These packaging plans would 
seem to indicate that over-all 
business will remain good. For 
packaging material is directly cor- 
related with business activity— 
an increase in packaging orders 
usually signifying a boost in pro- 
duction and sales. 


Inventory Outlook 


Despite all the signs of a se- 
lective buying and production 
pickup, the trend toward lower 
over-all inventories still hasn’t 
run its course. 

This is clearly shown by PW’s 
survey of January 1961 inventory 
targets, which sums up P.A. buy- 
ing intentions as follows: 30% 
expect their January over-all 
stock levels to sink below cur- 
rent holdings, 44% see no 
change, and 26% see some stock 
rise. 

To be sure, the differences are 
small. But they’re enough to as- 
sure continuation of the current 
trend toward tighter and tighter 
inventory control. 

Further confirmation of a con- 
tinuing inventory decline comes 
from the intensity of the changes 
anticipated by purchasing execu- 
tives over the next few months. 
Drops are sharper than the in- 
creases. 

Thus, the 30% who say the 
Jan. 1960 levels will be below 
current holdings—anticipate an 
average drop of 23%. Contrast 
that to only 18% over-all gain 
noted by the smaller ntumber 
of P.A.’s who expect rises. 

The “whys” behind this con- 
tinuing trend aren’t too hard to 
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find. Here are a few typical rea- 
sons given by respondents for 
inventory retrenchment: 

(1) Faster delivery: One Mid- 
western paper buyer notes, “We 
have been able to reduce normal 
needs 15% because of faster de- 
livery.” 

(2) Price-supply: “With prices 
steady and more than ample sup- 
ply, there’s no reason to buy 
ahead”—a big Midwestern ma- 
chinery purchasing executive. 

(3) Cost pressure: “We are re- 
ducing supply because of a work- 


ing capital squeeze”—metal 
buyer from the South. 

(4) Standardization: “Through 
standardizing, we expect to re- 
duce our inventory level even 
though our shipments may in- 
crease”—West Coast P. A. 

Days’ Supply 

With all the above factors af- 
fecting P.A.’s, it’s no wonder that 
days’ supply (inventories relative 
to production requirements) has 
fallen —- considerably, judging 
from the survey replies. For ex- 


ample, the 46% who report days’ 
supply below a year ago, estimate 
the average decline at 24%. 

These declines make sense in 
connection with the P.A. response 
to another question on whether 
his idea of what constitutes a 
“normal” inventory policy has 
changed—and by how much. 

As noted above, an amazing 
42% replied that their ideas of 
“normality” has been revised 
downward. In terms of “how 
much,” here’s how the 42% split 


up: 


1% report declines of 0% to 
4%. 

6% report declines of 5% to 
9%. 

16% report declines of 10% to 
19%. 

15% report declines of 20% 
to 39%. 

4% report declines of 40% 
or more. 

These are pretty hefty cuts. 
They help explain why so many 
of the beginning-of-the-year in- 
ventory estimates fell so far off 
target. 
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HELLER TOOL CO. 


THE Twist mHars mum. 9 
ROLLING ACTION Is QUILT Wt Perfect smooth arcs _ 


Files. No need for r 


by Heller’s 


Half Round 


ed for rolling It’s built in 
rooving is is peneaabed. 


20% MORE TEETH AT WORK! The exclusive spiral 
" cut of Heller Half Round Files brings more 
: a ee oe ee ee ee 


gare 


LASTS LONGER! Spiral Cut Half Round Heller 

Files — with exclusive indented over-cut 

— multiplies width of upcut teeth three times 
makes files last longer. 


ONLY HELLER HAS “WAVY” TEETH ON FLAT SIDE! 


America’s Oldest File Manufacturer 
NEWCOMERSTOWN, OHIO 
Subsidiary of Simonds Saw and Steel Co. 


Branch Offices and Warehouses: Bostong® Newark, N. J. @ Detroit © Chicago @ Shreveport @ Los Angeles @ San Francisco @ Portland, Oregon 
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ill., manufacturer of medical equipment, solves 
its warehouse problems with new “‘airhouses,”’ 
one of which is shown here about to be inflated. 


BEFORE: Baxter Laboratories, Inc., Morton Grove, 


a 
t.. ? 


AFTER: Made by Airshelters, Inc., of Akron, Ohio, 
the wind-resistant, 80-ft. x 40-ft. ‘‘airhouse”’ is 
made of nylon cord covered with weather-resist- 
ant vinyl, needs no columns, beams, or trusses. 


Pratt & Whitney 


To Market Foreign Tools in U.S. 


West Hartford, Conn.—Pratt 
& Whitney Co., Inc., U.S. tool 
maker, plans to market foreign 
machine tools in the U.S. 

The company will distribute a 
line of foreign built milling, bor- 
ing, and combined machines. 

The sales agreement, believed 
to be unique to the American ma- 
chine tool industry, involves In- 
nocenti S. G. of Milan and Mit- 
subishi Zosen Kabushiki Kaisha, 
Mitsubishi Shipbuilding & Engi- 
neering Co. Ltd., of Tokyo. 


for in standard sizes and types! 


There’s a local distributor nearby, with full stocks of Alcoa® 
Fasteners. He offers the largest line, the fastest deliveries. 

Not to mention top quality that spells lower production costs for 
you. Alcoa Aluminum Fasteners offer many advantages: corrosion 
resistance; full threads; no burrs; fully heat-treated, high-strength 
alloys—and always a full count. You get what you pay for, every time. 

Look in the Yellow Pages. Call your Alcoa distributor. Get all 
the light, strong, attractive, bright Alcoa Aluminum Fasteners you 
need. Want more information and samples first? Just mail the coupon! 


Watcoa ALUMINUJA 


~ 


Aluminum Company of America 
2003-J Alcoa Building, Pittsburgh 19, Pa. 


Please send me complete specification data and 
samples of Alcoa Aluminum Fasteners. 


Need quick delivery on ALCOA ALUMINUM FASTENERS? 
Pick up your phone! 


It’s that easy. Like calling your own stock room and having what 
you need sent over—aluminum bolts, nuts, rivets, machine screws, 
wood screws, sheet metal screws, washers, whatever your job calls 


A ALWAYS FASTEN ALUMINUM WITH ALCOA ALUMINUM FASTENERS 
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Announces Plans 


According to Jacob J. Jaeger, 
P&W president, the company will 
distribute the smaller models of 
the milling and boring as well as 
combined machines manufactured 
by Mitsubishi in Japan under 
license from Innocenti. 

The contract also calls for 
P & W to distribute the larger 
boring mills made in Milan by 
Innocenti. 

The boring, milling, and com- 
bined machines were put on dis- 
play by Mitsubishi in cooperation 
with the other two companies at 
the National Machine Tool 
Builders’ Exposition in Chicago 
last week. 


Step in World-Wide Program 


Jaeger said the new sales setup 
is the latest step in a world-wide 
marketing program which P & W 
began to work on about a year 
ago in conjunction with a similar 
program being developed by its 
parent firm, Fairbanks Whitney 
Corp. 

The company has formed a 
firm in Great Britain to make and 
market a Keller machine. P & W 
also is importing from France a 
lathe designed and manufactured 
to U.S. standards. 

Products made in Great 
Britain by E. M. I. Electronics, 
Ltd. are being imported to the 
U.S. by Fairbanks, Whitney. 
Some of these will be sold by 
P & W. 


Industrial Groups In 
Mississippi Map a Huge 
Manufacturing Audit 


Jackson, Miss.—Plans have 
been mapped here for conducting 
the most comprehensive study of 
the manufacturing industry ever 
undertaken in Mississippi. 

Representatives of the various 
industrial development groups in 
the state met with the Mississippi 
Industrial and Technological Re- 
search Commission to start the 
manufacturing audit. 

James E. Noblin Jr., economic 
research director of the commis- 
sion, said the survey will deter- 
mine what’s made in Mississippi, 
by whom, and for how long. 

Results of questionnaires to be 
mailed to all existing industries 
will be processed by the Com- 
puter Center at Mississippi State 
College. 


Asphalt Roofing Firms 
Deny FTC Price Charges 


Washington—Three producers 
of asphalt roofing have denied 
Federal Trade Commission 
charges that they practiced price 
discrimination among their cus- 
tomers and illegally suppressed 
competition. The three com- 
panies are Logan-Long Co., Chi- 
cago; Celotex Corp., Chicago; 
and Lloyd A. Fry Roofing Co., 
Summit, Ill. 

The FTC had charged that 
since 1956 the three concerns 
employed pricing systems which 
meant lower prices in the South 
than in other portions of the 
country, in violation of the 
Robinson-Patman Act. All three 
claimed they had lowered prices 
in specific areas to meet compe- 


tition. 
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| Leasing Invades the Heating Equipment Field 


New York—tThe first leasing 
plan for heating plants using coal 
has been disclosed by the Anthra- 
cite Information Bureau and Na- 
tional Equipment Rental Ltd. 

The plan provides for the 
rental of heating equipment in 
new construction or in the re- 
placement of boiler facilities in 
existing buildings. The program 
was developed by the Anthracite 
Information Bureau, a coal in- 
dustry group, and will be admin- 
istered through National Equip- 
ment of Floral Park, N. Y. 

Rental terms of hand-fired 
anthracite boilers or boilers 
equipped with automatic anthra- 
cite burners average as low as 
$34 per month on a three-year 
lease and provide the lowest cost 
basic equipment for industrial 
space heating, according to Ar- 


Lone Star Steel Starts 
Diversification Program 
To Escape Oil Doldrums 


Dallas—Lone Star Steel Co. 
has taken the first step in a di- 
versification effort aimed at pull- 
ing the company out of the steel 
and oil industries’ doldrums. 

The company, with production 
limited almost exclusively to oil- 
field tubular goods, has been 
feeling the pinch of the oil indus- 
try slump. Since June, Lone 
Star has laid off almost 50% of 
its 4,000 to 4,500 employees, 
while last month the company’s 
open hearth furnaces, rolling 
mills, ore mines, and ore plant 
were completely shut down. 

The company has appointed 
Product Development Engineer 
George L. Flint to remedy the 
situation by hitting on new prod- 
ucts that Lone Star can produce 
with its existing facilities for 
sale to industries other than oil. 

“When you are married so 
closely to one industry,” a com- 
pany spokesman declared, “you 
suffer accordingly when it goes 
into a decline.” 

Another official, L. G. Graper, 
vice president, operations, re- 
search, and technical develop- 
ment, added: “We anticipate that 
this additional research and de- 
velopment activity will result in 
a number of products being 
added to our line out of existing 
materials and equipment.” 


New Titanium Coloring 
Resists Heat, Corrosion 


Torrance, Calif. Hi-Shear 
Corp. has developed a new proc- 
ess that coats titanium in brilliant 
and uniform colors without the 
use of harmful dyes or paints in 
the process. 

The new coloring process, ac- 
cording to Norman E. Clegg, 
project manager, resists chemical 
corrosion and remains color-fast 
to temperatures as high as 600-F 
and legible after long exposure to 
1,000 F. 

Suitable applications for the 
new coating include: high-tem- 
perature name plates and color 
coding of fasteners, valves, nu- 
clear reactor components, chem- 
ical pipes, and fittings. When 
applied to titanium nuts and 
bolts, the company says, it allevi- 
ates the galling condition nor- 
mally encountered on male and 
female thread combinations. 
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thur A. Schmidt, managing di- 
rector of the Bureau. 

At the completion of a three- 
year contract, or after the first 
year, the owner may take title to 
the boiler plant at a very small 
percentage of the original cost, 
or he may continue to lease for 
as little as $5 per month. 

The three-year contract is 
available for installations costing 
up to $7,500. For larger con- 
tracts, a five-year lease can be 
arranged, Schmidt said. 

It is possible under this pro- 
gram, according to the Bureau, 


to add automatic anthracite 
equipment to the new boiler dur- 
ing the life of the original three- 
year contract. 

Schmidt said the use of auto- 
matic anthracite equipment will 
provide the fastest possible re- 
covery rate from rent income. 
Since there is a substantial reduc- 
tion in fuel costs through the use 
of this equipment, he said, sav- 
ings will pay all or an important 
part of the rental charges. 

Maintenance and repair costs 
average approximately 5¢/ton of 
coal used. 


FTC Cites Two Staple-Making Firms 


Washington — The Federal 
Trade Commission has charged 


two manufacturers of carton- 
closing equipment with illegal 
exclusive dealing. 

In its complaint, the FTC 


alleged that the two firms, Con- 
tainer Stapling Corp, and Inter- 
national. Staple & Machine Co., 
both of Herrin, Ill. had required 
their independent distributors and 
dealers to handle only the prod- 
ucts of their firms. 

In addition, Container Stapling 
was charged with the alleged 
sale of stapler parts and acces- 
sories only on condition that pur- 


chasers buy the company’s sta- 
ples. 

These practices, said the FTC, 
have kept competitors from a 
substantial share of the market 
and thus may substantially be 
lessening competition or tend- 
ing to create a monopoly. 

The complaint against Inter- 
national Staple also charged that 
the firm had prevented its dis- 
tributors and dealers from mak- 
ing sales outside their assigned 
territories, thus tending to ob- 
struct competitive marketing. 

Both companies have 30 days 
to file answers to the complaints. 


The Ludiow Method 


2-STRIP CASE SEALING 
FASTER —- STRONGER —- COSTS LESS 


OLD WAY (38.5 Seconds) White lines 
show actual motions required for sealing just 
the top of a container with plain paper tape. 


A-SNAKETAPE®* 
Rayon-Reinforced 


LupLow PAPERS e 


LUDLOW METHOD (11 Seconds) The same job is 
done in a single motion. And tough multi-directional fibre 
reinforcements make closures nearly 3 times as strong. 


The tapes that broke the six-strip habit! 


Ludlow’s reinforced tapes, SNAKETAPE and GLASPUN, are so strong that only 
two strips are required to seal your cartons instead of the six strips required when 
plain paper tapes are used. This faster, stronger center seam closure method actually 
reduces your tape application costs by 66%. Both SNAKETAPE and GLASPUN are 
approved for shipment on all carriers, including railroads under U.F.C. Rule 41. 


Be sure to specify Ludlow reinforced tapes — either glass-reinforced GLASPUN, or 
world-famous SNAKETAPE, the only reinforced tape with rayon reinforcement. The 
Ludlow name is your best assurance of uniform quality and dependability. 


Needham Heights, Mass. *¢ 


B-GLASPUN® 
Glass-Reinforced 


Dept. 172 


Please send me more information on the Ludlow 2-Strip Sealing 
Method. I am now using [7] Staples (] Wire Stitching [) Plain Paper Tape 


VPI-Coated Papers « Greaseproof Papers * Waterproof Papers + Poly-Coated Papers * Gummed Tapes « Federal Spec. Papers + Label & Specialty Papers « Plastics 
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Climbing Service Prices Cause Inflation 


Inflation will continue, although world pro- 
ductive capacity has caught up with, and tem- 
porarily exceeds, effective demand. 

That’s the major conclusion made in a report from Lionel 
D. Edie & Co., a New York economics research and consult- 
ing firm. In the United States, the report points out, the 
Consumer Price Index keeps rising mainly because the price 
of services is steadily going up. Why? The level of demand 
for services is taxing capacity because there’s a shortage of 
trained labor in this field. 

The report takes a few pot shots at economists 
who argue that the following are more important 
inflationary factors: 

@ Prices of goods. An erroneous idea, says the report, be- 
cause the price of durable goods is up only moderately and 
nondurables, even less than the over-all Consumer Price Index. 

@ Wages. Although wages have gone up more rapidly 
than prices, increased productivity has more than balanced 
the inflationary pressure of higher pay, says Edie. 

@Cheap money. Blaming cheap money for inflation is a 
common fallacy, says the report, pointing out that since 1951 
the money supply has grown only at about half the rate of the 
economy as a whole. 

That leaves only the service sector of the 
economy as the real culprit. In the postwar period, 
the Edie economists point out, the price of serv- 
ices has gone up 50%. 

None of the classic remedies dampen this kind of inflation. 
You can’t cure the problem by raising manufacturing capacity, 
by monetary restraints, or by general economic controls. The 
price of services will continue to climb as long as there’s a 
shortage of trained labor and as long as the demand continues 
to strain capacity. 

In simple economic terms, the rise in demand for services 
has outstripped the supply—and the outlook is that this will 
continue for a period of at least five years. Result: continued 
inflation. 


Original Sin 


Most management thinking, says Douglas McGregor, pro- 
fessor of Industrial Management at Massachusetts Institute 
of Technology, is based on the notion that man is by nature 
a lazy, slothful creature, who can be aroused from his natural 
torpor only when he feels the lash of authority—or in more 
sophisticated societies, by the carrot-and-stick approach. 

This brand of thinking has prevailed through- 
out history, Prof. McGregor writes in his new 


BEFORE ANALYSIS: Bus bar support 
for in-plant electrical system made by 
bolting porcelain insulators between 
bar and steel structural members. 


WHAT VALUE ANALYSIS CAN DO FOR YOU 


AFTER ANALYSIS: Support was re- 
designed as 2-piece assembly of re- 
inforced polyester. Notches were cut 
in standard off-the-shelf angle stock. 


Source: The Glastic Corp., Cleveland, Ohio. 


book, “The Human Side of Enterprise” (McGraw- 
Hill, $4.95), and it has worked passing well most 
of the time. But doesn’t the Space Age deserve 
something more enlightened than this feudal 
theory? he asks. 

Obviously it does, the professor answers, and he goes on to 
propound a different view of homo sapiens—one based on 
fairly recent discoveries in the behavioral sciences, which has 
already undergone some testing in industry. Here, in sum- 
mary, are the basic propositions underlying the new theory: 

(1) Humans will expend physical and mental 
effort on work as naturally as they will play or rest. 

(2) Threats and coercion aren’t the only ways to 
get men to work. Man will work hardest when 
he’s given goals that heighten his sense of par- 
ticipation, self respect, and feeling of self-im- 
provement. 

(3) Under the right conditions he’ll seek, not 
avoid, responsibility. And men who can exercise 
imagination, ingenuity, and creativity comprise a 
higher proportion of the population than usually 
thought; unfortunately normal industrial life 
utilizes only a small portion of man’s capacity 
to think and create. 


Tavern Fatigue 


Research workers, who toil relentlessly to uncover facts that 
will advance the frontiers of man’s knowledge, have come 
up with another fascinating discovery—to wit, that a bartender 
is more prone to be generous when dispensing drinks when 
he’s tired than when he’s not. 

This finding is announced by a manufacturer of 
sponge-rubber backed flooring, who also points 
out that bartenders who stand on floors covered by 
his product tend to be much more sympathetic to 
the troubles of their clients than those who work on 
conventional floors—and less susceptible to sore 
feet and aching backs. 

Tavern owners will be glad to learn that bartenders walking 
on air get 32 shots out of every fifth of whiskey, compared to 
27 by bartenders suffering from fatigue induced by wooden 
floors. Savings in bar costs: 11% per month. 


Short Pointer 


This week marks the beginning of PW’s new game series, 
“School for Strategists,” a business-can-be-fun feature that 
allows you to match wits with our experts in problem solving. 
Sharpen your pencil and turn to page 22. All it takes is a 
few minutes and a little common sense. 
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PURCHASING WEEK ASKS .. . 


What do you look for in a salesman’s attitude 
or approach when he presents his products? 


Question asked by: H. J. Josefson, purchasing agent, 
KLM Royal Airlines, New York 
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for 


Norman Dinnsen, director of pur- _ eT 
chases, Weston Instruments Div., Day- < “meen . 
strom, Inc. (instruments to indicate rec- eee — 
ord, and control), Newark, N. J.: “ ii ee 


_-aeceatattast — a 


wire clot 


Cincinnati Machine Shop, American Can | 3 Meet AAA SaaS 
Co.: 


“I look for composure and confidence, 
warmth of personality, friendliness with- 
out flattery, and above all a strong evi-| iim 
dence of enthusiasm for his product or 
service. I believe a genuine desire to 
be helpful, compiled with evident ma- 
turity regarding business relationships, 
is important. My pet peeves are name 
dropping, verbosity, and flattery.” 


“Since we are very busy, it is im- : 
portant to us that the salesman doesn’t ane —<— See In many metals including... 
take too much time in presenting his| Inman ; 
product. Another thing we look for is STAINLESS STEEL 
the salesman knowing his product and MONEL « NICHROME 
PHOSPHOR BRONZE 


its capabilities and being able to give 
ALUMINUM 


an honest answer. It is important to 
BRASS ¢ COPPER 


feel sure that once you give him the 
order he will carry the ball until it is 
delivered—he must be dependable.” 


G. W. Manwiller, Jr., plant buyer, Con- 


tinental Can Co., Reading, Pa.: For many uses involving... 


FILTER CLOTH ¢ SIEVES 
STRAINERS ¢ SCREENS 
BACKING CLOTH 

WIRE GUARDS 
BOLTING CLOTH 
SPACE CLOTH 


“We look for poise, preciseness, and 
proper manners upon introduction. 
When these characteristics are present, 
you will find that the salesman doesn’t 
possess a prepared sales pitch which is 
always dull. Another thing we look for 
is whether he can answer or solve our 
problems without fumbling through his 
manual. Or if he can’t come up with 
the answer, does he know precisely who 
to call for the information?” 


> 
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John M. Reilly, purchasing agent, Wal- 
lace Barnes Div., Associated Spring 
Corp. (precision mechanical springs, 
etc.), Bristol, Conn.: 


“The salesman should have a thor- 
ough knowledge of his product and be 
able to answer any general question. If 
technical information is needed, he 
should be in a position to get the in- 
formation as quickly and accurately as 
possible. He should be honest in his 
delivery information and have an under- 
standing of our products.” 


If you have a tough corrosion problem and need wire 
cloth or wire cloth parts, here’s a source of supply that 
knows the answers. We are proud of the quality of our 


cloth...accurate mesh count, close tolerance wire di- 


E. J. Holihan, purchasing agent, Snyder 
Corp. (designers and builders of ma- 
chinery), Detroit: 


ameter, precision weaving...plus the know-how neces- 


sary to specify the proper alloy for your service conditions. 


“I look for an attitude which indi- 
cates a singleness of purpose for the 
business at hand. I feel the salesman 
should know his product thoroughly so 
as to be able to compare its cost and 


Write or call us today if you have a problem 
features with competitive makes.” 


: calling for anti-corrosive wire cloth or wire 
f°*accuRAcY cloth parts. Send for Bulletin F-C. 


Jire Glot 


COMPANY 


351 Verona Avenue * Newark 4, New Jersey 


NEWARK 


R. G. Martensen, purchasing agent, 
Moline Tool Co. (cylinder boring and 
drilling machines), Moline, HL.: 


“T think it boils down to four things. 
First, the salesman’s knowledge of the 
product and whether he is really sold 
on it himself. Second—his knowledge 
of our product and how we can best use 
his product to advantage. Third—is his 
desire to be of assistance as strong as 
his desire to make a sale? Fourth—we 
also look for high-pressure selling. If a 
man has a good product, high pressure 
selling is not necessary.” 
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Washington State Attorney General 
Starts Investigation of Collusive Bids 


Olympia, Wash.—The state at- 
torney general has begun an in- 
vestigation into alleged collusive 
bidding by suppliers on public 
agency contracts. 

As the first step, a question- 
naire has been sent to public 
agencies, such as school districts, 
counties, and universities, asking 
for any information on suspected 
bid-rigging. 

Attorney General John J. 
O’Connell said if concrete leads 
develop, a thorough check will 


be made to pinpoint the practice 
and identify the firms. 

The investigation will be con- 
ducted by Gerald Collier, assis- 
tant attorney general. Collier 
said he had received several re- 
ports’ of recent bid openings 
where two or more firms sub- 
mitted identical figures for the 
same contract, indicating possi- 
ble collusion. Other reports in- 
dicated alleged attempts to pre- 
vent competing companies from 
submitting bids. 


Spat Over Air Conditioner Sends P.A. to Cooler 


Bode, who already had the 


Kenosha, Wis.—County Pur- 
chasing Agent Richard Lindgren 
spent some time in the cooler 
because a judge got hot under 
the collar about an air condi- 
tioner His Honor ordered for 
his private chambers. 

Lindgren, who also is county 
clerk, refused to okay payment 
for the $250 air conditioner on 
grounds that the County Board 
had not authorized it. He said 
that unless the board took action, 
the judge, Harold Bode, would 
have to pay for the equipment 
out of his own pocket. 


air conditioner installed on a 
temporary basis, got steamed up. 
He ordered Lindgren to appear 
in court to “show cause why he 
should not be held in contempt 
for interfering with judicial func- 
tions by countermanding a prior 
order issued by this court. . .” 
There followed a scene in 
court, with Bode asking Lindgren 
to plead guilty or not guilty to 
the contempt charge, and Lind- 
gren asking permission to make 
a statement. Bode refused per- 
mission, and Lindgren refused to 


New and Revolutionary... 
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Ring remains round 
Sling used properly 


New, revolutionary . . 


as the sling is overloaded . . 


protects men and material! 


need repair! 


of Test. 


with the 
WARNING 
RING 


w 


CAMPBELL CHAIN 


City, Calif. WAREHOUSES: 


*Patent Applied For 


Your eye can see the difference! 


Sling overloaded 


. Campbell SENTRY 
SLINGS—fully tested for over a year by 
foundries, steel fabricators and heavy equip- 
ment manufacturers, offer many important 
advantages. The WARNING RING is stronger 
than the chain itself. Yet it changes shape 
. before perma- 
nent damage occurs. Repair is quick and easy, 
with a new WARNING RING replaced at the 
factory. Re-tested and re-certified Sentry 
Slings are again ready for regular service. 


Here’s How You Benefit From 
New SENTRY SLINGS: 


¢ Safety programs are easier to maintain— 
with the WARNING RING'S built-in safety that 


¢ Lower repair costs give larger savings than 
ever—normally only the WARNING RING will 


¢ Immediate visual evidence of overload means 
easier inspection—even while sling is in use! 


SENTRY SLINGS, available in all types, are 
made from Cam-Alloy steel chain only and 
are available at no extra cost! All slings carry 
the Campbell Guarantee and Certificate 


MPB 
PA nll I 


FACTORIES: York, Pa.; West Burlington, lowa; Union 

East Cambridge, 

Atlanta, Ga.; Dallas, Texas; Chicago, Ill.; Portland, Ore.; 
Seattle, Wash.; Los Angeles, Calif. 


SLING CHAINS THAT TALK 


The WARNING RING on Campbell 
SENTRY SLINGS* tells you immedi- 
ately when the sling has been over- 
loaded . . . it elongates visibly . . . and 
before the chain itself is damaged. 


Ring distorted 


Company 


Mass.; 
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plead, and the P. A. wound up in 
jail. 

In the cooler (which was 
not air conditioned), Lindgren 
stripped to the waist and began 
working on reports. “I had no 
alternative,” he said. 

The P. A. later was released 
on a writ of habeas corpus, and 
the Case of the Air Conditioner 
now is waiting to be aired at 
the next meeting of the County 
Board on Sept. 27. 

Meanwhile, the 
soared to 97 degrees 
county clerk’s offices. 
Lindgren’s assistant, 
Burkard: “We don’t have 
air conditioning here either.” 


temperature 
in the 
Moaned 
Doris 
any 


New York Urges 
Use of Compacts 
By State Agencies 


Albany, N.Y.—Commissioner 
Douglas C. Coupe, of the state 
Division of Standards and Pur- 
chase, says compact cars are be- 
ing specified for all state agencies 
where they can do the job as well 
as standard models. 

He said the compacts are suit- 
able for such New York State 
personnel as nurses, public works 
engineers, Conservation Depart- 
ment men, and state inspectors 
who generally travel only short 
distances. 

The State Police Division, 
Coupe said, which accounts for 
more than half the state’s annual 
purchases of over 400 cars, will 
continue using standard models, 
specially equipped for high 
speed. 

New York now owns some 7,- 
200 cars, 56 of which are com- 
pacts. 


Akron Signs Agreement 
With Sun Oil Company 
On Gasoline Purchases 


Akron, Ohio—City purchasing 
officials here have saved about 
$2,632 on regular gasoline pur- 
chases for the coming year by 
accepting an “irregular” bid 
from Sun Oil Co. on 325,000 gal. 
at 12.29¢/gal. 

Sun Oil originally had offered 
to supply the gas in transport lots 
of 2,000 to 8,000 gal. only—an 
offer which the City Board of 
Control first decided to dis- 
regard. 

The company, however, fol- 
lowed its original bid with a let- 
ter offering to supply the gas in 
smaller 100 to 2,000 gal. lots— 
an offer which won the company 
the year’s contract. 

Sun Oil did not bid on 115,000 
gal of high-test gas for city 
fire trucks, which was awarded to 
Pure Oil, second low-bidder on 
the regular gas, at 16.1¢/gal. 


Caterpillar Diesel Engine 


Chicago—Caterpillar Tractor 
Co. plans to enter the diesel truck 
engine field shortly with a new 
model 1673 engine. The engine 
is a six-cylinder, 220-hp. model 
with turbocharger and _after- 
cooler. ‘ 

A Caterpillar spokesman said 
the engine will fit almost every 
make truck in its horsepower 


range. 
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Tape System Speeds Union Oil Order Output 


Los Angeles—A new “repeti- 
tive order” system installed at 
Union Oil Co. of California’s 
purchasing department has dou- 
bled the output of orders and 
cut the number of clerks as- 
signed to the ordering task by one 
half. 

The new system is built around 
an automatic typewriter (Flexo- 
writer) operated by prepunched 
code tapes. The Flexowriter, 
built by Friden, Inc. costs less 
than $3,500 installed. Friden 
also trains the operators and as- 
sists in programing and forms 
design. Basic training takes about 
four to five hours, and an opera- 
tor achieves normal proficiency 
in about two weeks. The ma- 
chine’s operating rate is 100 
word/ min. 


System Evolved Gradually 


The present order system, 
which evolved gradually, is based 
on the fact that Union’s ware- 
houses have relatively autono- 
mous control over their inven- 
tories and requisitioning of stock. 
Formerly inventories were main- 
tained by sending typed requisi- 
tions to the head office in Los 
Angeles via mail or company 
truck. 

This method was replaced by 
a teletype system, which pro- 
duced as many carbon duplicates 
of each requisition as needed. Al- 
though this was an improvement 
over the old system, purchasing 
still wasn’t satisfied. 

The first step in the installation 
of the new automatic system was 
to code punch 1,000 vendor ad- 
dress cards (see illus.), which 
were then placed in an index 
file at the Flexowriter operator’s 
desk. 


Traveling Requisitions 


Prepunched tapes with stand- 
ard description for repeat items 
are enclosed in 4 in. x 6 in. en- 
velopes and supplied to ware- 
houses. An identical reproduction 
of the item description, as well as 
all basic buying data for ordering 
and printed form, are on the face 
of each envelope. This is called 
a “traveling requisition.” 

To requisition stock, the date 
and quantity, and data required 
(if not routine) are filled in on 
the printed form by hand at the 
warehouse. The traveling requisi- 
tion is sent to headquarters pur- 
chasing office by company de- 
livery truck or mail. When the 
buyer fills the order, he notes on 
the envelope (by hand) the price, 
vendor’s name, and P.O. number. 
He adds additional information 
to complete the order on a steno 


Lynch Communications 
Opens Cincinnati Office 


San Francisco—Lynch Com- 
munication Systems Inc. has 
opened a new district office in 
Cincinnati, according to officials 
at headquarters here. 

The Cincinnati office will be lo- 
cated at the district office of Gray- 
bar Electric Co., U. S. distributor 
of Lynch equipment, at 115-29 
West McMicken Avenue. The 
district will serve Michigan, Ohio, 
southern Indiana, Kentucky, and 
parts of West Virginia and Ten- 
nessee. 

Lynch designs and manufac- 
tures telephone, data transmis- 
sion, and control equipment. 
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order memo, which goes with the 
traveling requisition to the Flexo- 
writer operator. 

Union uses only one purchase 
order form with the Flexowriter. 
Consequently, there is no need 
to reset the tab-sets of the ma- 
chine. The operator first prints 
the shipping and vendor’s ad- 
dress on the purchase order from 
an edge-punched card, then runs 
the item tape through the ma- 
chine. All variables—e.g., date, 
quantity, price, EOQ, etc.—are 
manually typed with the same 
machine, on the purchase order. 


The buyer may place the order by 
phone, confirming it with the pur- 
chase order, or it is mailed to 
the vendor. 

The machine will read and 
punch as the operator types, and 
it will produce duplicate identi- 
cal tapes. Corrections may be 
made by using existing tapes— 
stopping the machine and adding 
the corrections manually on the 
new tape. A by-product tape, 
made while the operator types a 
punch-order, can be used to feed 
a tab system for committment 
and vendor reports. 


} 


~ 
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PLASTIC SHIELD reduces noise level of Flexowriter. Edge-punched card 
containing vendor's address is inserted in automatic typing device. 
Traveling requisition envelopes are on desk, alongside the operator. 
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By some miracle, the leaning tower of Pisa 
has kept standing several hundred years. 
But nobody should depend on a miracle to keep 
a leaning stack of boxes standing in a warehouse. 

So we take great pains to make sure stacks 
of our boxes do not lean—even if a warehouse- 
man piles them up as carelessly as our photog- 
rapher did. 

How do we do it? 

It’s seldom easy, but we start by learning how, 
when and where the boxes will be used, and 
engineering them accordingly. By providing ade- 
quate compression strength through good de- 
sign and proper material specifications. By using 
the best-suited manufacturing techniques, 
including the right types of scoring. 

Being this fussy about corrugated boxes may 
seem strange to businessmen who have never 
thought much about these things. But the way 
your boxes “stack up” can be mighty important 
to your profit picture. 


MILLS: 

Macon, Georgia 
Rome, Georgia 
BOX PLANTS 
Indianapolis, Indiana 
Middletown, Ohio 
Winchester, Virginia 
Milwaukee, Wisconsin 
Evansville, Indiana 
Detroit, Michigan 
Macon, Georgia 


Erie, Pennsylvania 
Ashtabula, Ohio 
Orlando, Florida 

Rome, Georgia 
Biglerville, Pennsylvania 
Louisville, Kentucky 
Dallas, Texas 

Chicago, Illinois 
Philadelphia, Pennsylvania 
Baltimore, Maryland 
Omaha, Nebraska 


(G37) INLAND CONTAINER CORPORATION 
Corrugated Fiber Containers 


General Offices: Indianapolis, Indiana 
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CONTINUOUS HEAT TREATING FURNACE: New installation at U. S. Steel 
Corp.’s Homestead (Pa.) District Works is designed to speed harden- 
ing tempering and quenching process for light-gage alloy steel plates. 


RITCO) FORGINGS 


... their accuracy alone 
merits your 
design consideration! 


Close-tolerance accuracy which eliminates the need for 
costly machining is, in itself, a sound reason for specifying 
Ritco Forgings. A flawlessly smooth surface which helps 
speed product assembly is still another. Combine these advan- 
. tages with a forged-in toughness which assures maximum 
impact resistance and fatigue strength at points of greatest 
shock and stress and it’s easy to see why more and more 
design engineers write Ritco into their plans. A/l/ things con- 
sidered, it will pay you to learn more about Ritco “Bright 
Finish” Forgings now. Send us your blueprints for estimates 
at no obligation. 


Ritco also offers complete machining 
facilities and makes Special Fasteners 
and Upsets of ferrous and non-ferrous 
metals. What are your requirements? 


RHODE ISLAND TOOL COMPANY 


Member Drop Forging Association 
158 WEST RIVER STREET * PROVIDENCE 1, R. I. 


New Books—— 


Mr. President, by George 
Published by Chilton Publish- 


Listen, 
Black 


ing Co., 56th and Chestnut Sts., 
Philadelphia 39, Pa., 130 pages. 
Price: $5.00. 


This book presents a detailed 
picture of the major tools of the 
advertising management field— 
including cost analysis, organiza- 
tion, evaluating publications, as- 
signing responsibility, who buys 
what, and more. 

This is a book of ideas, written 
in a lively, down-to-earth style, 
designed to help industrial execu- 
tives attain the judgment and 
understanding required for effec- 
tive advertising and company 
management. 


Aids to 
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Int’l Telephone Directory 
Lists names, addresses, and 
telephone numbers of almost 
500,000 business and professional 
firms in 108 nations of the world. 
Also includes data on world-wide 
telephone rates, how to place an 
international call, and other facts 
that will aid the subscriber in con- 
ducting his business via interna- 
tional telephone. This 2,157 page 
directory (published in English, 
French, German, and Spanish) 
is priced at $20 and is available 
from International Telephone Di- 
rectory, Inc., 190 East Ave., 
Rochester, N. Y. 


From the 


—— Manufacturer 


Maintenance Painting 
Discusses maintenance painting 
of industrial plants, machinery 
and equipment. Details the steps 
necessary for proper surface prep- 
aration and the recommended fin- 
ishes for different types of sur- 
faces. Covers uses for various 
types of primers and finish coats 
and shows samples of colors avail- 
able. (24 pages). Sherwin-Wil- 
liams Co., Cleveland 1, Ohio. 


Gas Regulators, Manifolds 

Describes company’s line of in- 
dustrial gas regulators and port- 
able manifolds. Lists inlet and 
outlet connections according to 
American Standards of the Com- 
pressed Gas Assn. Includes rec- 
information. 
gages. 


York 17, N.Y. 


Steel Lockers 


bolt-type shelving, etc. 
section aids user 


Brower Ave., Oaks, Pa. 


Movable Partitions 


terials of differing color, texture 


and transparency that can be usec 
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ommended uses and installations 
pius specifications and ordering 
Features new line 
of single-stage regulators without] - 
Form 55-085 (16 pages). 
Linde Co., 270 Park Ave., New 


Describes company’s line of 
steel lockers including single, dou- 
ble, and multiple tier lockers, 
duplex lockers, air-lite lockers, 
plus steel counters, clip-type and 
Special 
: in planning 
efficient economical locker layout. 
Catalog 6000 (24 pages). Penco 
Div., Alan Wood Steel Co., 200 


Illustrates the variety of ma- 


Profitable Reading for P.A.s.. . 


to panel walls. Includes dimen- 
sions, features, diagrams, ordering 
information, etc. (26 pages) 
Unistrut Products Co., 933 W. 
Washington Blvd., Chicago 7, Ill. 


Welding 


Indexes by application nearly 
200 Eutectic welding rods, elec- 
trodes and chemical aids. Also 
discusses elimination of warping, 
distortion, embrittlement plus 
corrosion resistance, color match, 
machinability of welds, etc. (148 
pages). Eutectic Welding Alloys 
Corp., Flushing, N. Y. 


Electric Motor Controls 


Gives descriptions, ratings, and 
prices for manual and magnetic 
starters, drum controllers, pres- 
sure, foot, and limit switches. Also 
includes information on heater 
coils, push buttons, and related 


pilot devices. Booklet 60 (56 
pages). Furnas Electric Co., 
1134 McKee St., Batavia, Il. 


Drafting Pencils 


Discusses 81 pencils specially 
designed for work on drafting 
film, color coding on tracings, 
non-reproducing for temporary 
work notes, plus information on 
various lead and holders. (24 
pages). J. S. Staedtler, Inc., 
Hackensack, N. J. 


Electric Motors 


Contains information on de- 
signing, selecting and specifying 
motors. Included are dimensions 
and price data on company’s line 
of fractional and integral hp. mo- 
tors. (14 pages). Doerr Electric 
Corp., 100 N. Fourth Ave., Ce- 
darburg, Wis. 


New 


Webster 
Ribbons of 
WebTex 
cut 
tabulator 
downtime 


engineer now. 


1 


... because they’re made of WebTex, new 
miracle fabric that combines the toughness of 
nylon — to prevent ribbon curl and machine stop- 
page — with the long-wear inking qualities of silk. 

And for special data processing installations, 
large or small, Webster will custom tailor ribbons 
to your specifications. For an early solution to your 
ribbon problems, consult your Webster sales 


F. S. WEBSTER COMPANY 


7 Amherst Street, Cambridge, Massachusetts 
“Inked Ribbons Since 1889”’ 
September 19, 1960 


This is The Dow Metal Products Company 


technology and equipment. For example, a Dow-developed device 
automatically meters magnesium to machines. Result— 
increased production rate. And one of the country’s largest casting 
machines is at work here. 

Among this plant’s invaluable advantages are highly trained men 
with rich experience in all sizes and types of die castings, backed by a 
fully qualified and well equipped quality control department. 


Economy in production marks Dow’s new plant at Bay City, 
Michigan, thanks to efficient plant layout and advanced die casting 


THE DOW METAL PRODUCTS COMPANY 
Division of The Dow Chemical Company 


This is The Dow Metal Products Company 


t 35 years’ experience in complex sand and permanent mold castings 


machine tools for cleanup . . . the most modern techniques. 
All this, and more, at Dow’s Bay City foundry. You'll gain, 


too, from experience which spans the field from pattern 
engineering to modern inspection methods . . . X-ray, fluorescent 
penetrant, and direct reading spectrometer. 


Thin wall castings, tubeless passageway castings, and enclosed 
shapes are but a few examples of this foundry’s capabilities. 


<> THE DOW METAL PRODUCTS COMPANY 
Division of The Dow Chemical Company 
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HUGE 
ROLLING, 
EXTRUSION 
FACILITY 


You’ll find some of the world’s 
most modern, efficient 
extrusion and rolling equipment 
in Dow’s 1,125,000-square-foot 
plant in Madison, Illinois— 
a modern 84-inch hot 
breakdown mill, plus 84-, 68-, 
36-, and 18-inch cold finishing 
mills; extrusion presses from 
250 tons up to 13,200 tons. 
Complete tool and die shops, 
heat-treating, chemical treating 
and painting facilities are also 
utilized to provide high 
quality products. Rigid quality 
control and inspection 
standards are maintained 
through the use of such 
up-to-date equipment as an 
ultrasonic immersion testing unit. 


<> | Now in 
magnesium and 
aluminum 


For more information, contact 
the Dow sales office near you or 
write to THE DOW METAL 
PRODUCTS COMPANY, 
Midland, Michigan, 
Merchandising Dept. 1041 LE5-9. 


This is The Dow Metal Products Company 


Dow’s Bay City fabrication plant 
offers complete production facilities 
for magnesium, aluminum, and 
magnesium-aluminum assemblies. 

Included are deep drawing, forming, 
bending, joining, stamping, piercing, 
machining, are and spot welding, 
assembly, chemical treatment and 
painting. 

Engineering and production 
know-how combine to give best 
results on large and small jobs, and 
for development work, too! 


ETE 
penton 


Magnesium and 
aluminum 


e die castings e mill products 

e sand and permanent mold castings 
extrusions e fabrications backed up by: 
over 40 years’ experience in light metals 
research in alloys, processes and uses 
experienced technical service 
modern quality control techniques 


« amet” 


New York—Cost factors indi- 
cate that this apparently is a 
favorable time to set in motion 
any construction plans that may 
have been germinating. 

The reasons: 

®@ Present prices 
material are down. 

® Future prices hint at a ris- 
ing trend. 

The chart at the right shows 
how building material tags have 
declined since the start of the 
year. The drop has been only 
about 214%, but this is on list 
prices only—reported price con- 
cessions by building materials 
producers (in the form of quan- 
tity discounts and freight cost 
absorption, for example) make 
the decline even deeper. 

Behind this slide is over-pro- 
duction. The building industry 
had been highly optimistic at the 
start of this year, but as in most 
sectors of the economy, this op- 
timism now has been watered 
down to the hope that total con- 
struction will equal last year’s 
levels. Meantime, the expanded 
production that had been based 
on the early forecasts has cre- 
ated ample supplies and fierce 
competition in almost all cate- 
gories. 

The following table shows how 
some of the more important 
building material prices have 
changed since January: 


of building 


% Change Since January 


Lumber —5% 
Plywood (softwood) —7% 
Structural shapes, reinforcing bars 0 
Cement 0 
Building paper & board —2% 
Nonferrous metal products —16% 
Builders’ hardware 42% 
Plumbing fitxures & fittings —2% 
Heating equipment —2% 
Roofing 

Flat glass 


4.1% 
—4% 


As can be seen, 
drops occurred in nonferrous 
metal products (copper water 
tubing, building wire, nonmetal- 
lic sheathed cable), and in the 
more important lumber and ply- 
wood categories. 

Again, it should be noted these 


the biggest 


are list, not market, prices. In 
structural steel, for example, 
where homebuilders have re- 


duced their consumption by some 
17% from last year, many serv- 
ice centers are reported to be 
giving price concessions on light 
structural shapes. 

Further cost savings also are 
being made in the growing sub- 
stitution of aluminum and plas- 
tics for more expensive materials. 
One example is the inroads being 
made by plastic pipe in the con- 


ventional hot-water plumbing 
market. 

~ Prospects 
Construction activity, and 


therefore the demand for build- 
ing materials, is expected to pick 
up in the fourth quarter of 1960 
and into next year for the follow- 
ing reasons: 

@ Easy money: A more plenti- 
ful supply of mortgage funds 
should improve the rate of private 
housing construction. This area 
has been especially weak so far— 
running some 19% behind last 
year’s levels. 

@ Politics: Election-year pres- 
sure to maintain high levels of 
employment should not be dis- 
counted as a factor in the con- 
struction market. One of the 
easy ways to keep employment 
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Price Factors Make Fall a Good Time to Build 


up is to step up the pace of high- 
way construction, and other pub- 
lic buildings. 


Price Prospects 


Specific building material price 
increases which may come soon 
are: 

@Lumber: Production cuts 
have dropped lumber inventories 
despite a declining rate of new 
orders. Mill prices of douglas fir 
to dealers already have risen, but 
dealers haven’t been able to pass 
these increases on. A turnabout 
in demand, however, could send 


these tags climbing—just as hap- 
pened late last year. 

® Plywood: Prices already are 
firmer than they were a month 
ago. Production cutbacks by big 
producers have met with consid- 
erable success, and these pro- 
ducers are unlikely to permit 
over supply again in the near 
future. 

@Cement: Because of wage 
increases over the past year, next 
January should see widespread 
price boosts for cement—except 


on the Eastern Seaboard, where 


foreign competition is strong. 
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Construction Material Prices Head Downward 
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LOCAL SERVICE 


Now .. . wherever strapping materials are used — 
selected local distributors offer new AVISTRAP cord 
strapping for a full range of packaging needs. 


in-plant technical service by experts—a highly-trained 
staff assists users in getting every benefit, every saving 
possible with AVISTRAP cord apne 


strapping out-performs metal strapping and reinforced 
tapes—at lower cost—in many applications. AVISTRAP 
is easy to handle; all coils weigh 21 Ibs. Yardage equals 


New tool and 


9 


accessory service—tTools, seals and ac- 
cessories available for immediate delivery from distrib- 
utors’ stocks. Repair service free on all tools. 


Fast, dependable deliveries — an extensive distributor 


network, 


for AVISTRAP users throughout the U. 


AVISTRAP CORD STRAPPING 


Made from high-tenacity Avisco® rayon, AVISTRAP cord 


local inventories, assure +4 ‘ee service 


100 Ib. coil of comparable width steel strapping. 
And AVISTRAP has no sharp edges, does not lash 
out if broken. Call the AVISTRAP distributor nearest 
you for a demonstration in your plant. 


ALABAMA : MARYLAND 
Birmingham. . Dillard Paper Co. Baltimore..........Fiber Products Co. 
Ee “Paper Products Co. MASSACHUSETTS 
CALIFORNIA Brockton.....J. C. Campbell Paper Co. 
Los Angeles ..Blake, Moffitt & Towne Cambridge . Stone and Forsyth Co. 
San Francisco ....Blake, Moffitt & Towne Gardner a Paper Co. 
West Springfield. Carter Paper Co. 
COLORADO Worcester C. Campbell Paper Co. 
Denver. .Dixon & Co. “Michigan 
- CONNECTICUT Detroit. . . Beecher, Peck & Lewis 
New Haven... . . Chatfield Paper Co. Detroit. . . Union Paper & Twine Co. 
GEORGIA Flint. ..Beecher, Peck & Lewis 
Atlanta. _...Dillard Paper Co. ‘Muskegon... ..... Steindler Paper Co. 
Augusta . Dillard Paper Co. INESOTA 
Macon . . Dillard Paper Co. Minneapolis ay Maertin Falk Paper Co. 
St. Paul.. ..Anchor Paper Co. 
IDAHO 
Boise. ... Dixon & Co. _ MISSOURI 
St. Louis..Rosenthal Paper Prods. Co 
ILLINOIS MONTANA 
Cieww. .. a ia at saoer = RS EI 8D Dixon & Co 
te DIANA “ NEW HAMPSHIRE 
gece ry Cao —— FE wager Ge 
‘ KENTUCKY MeN. 6s sn ceshesass Ringel Brothers 
LOUISIANA Brooklyn ......S. Posner & Sons, Inc. 
Monroe....... ..... Bancroft Paper Co. Buffalo . ..Hubbs and Howe Co. 
New Orleans........ “Columbia Paper Co. Long Island City. . Herbert A. Post, Inc. 


AMERICAN VISCOSE CORPORATION, INDUSTRIAL PACKAGING DEPT. 
*Trademark American Viscose Corporation © Patents pending. 
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NORTH CAROLINA 
Charlotte ..... . Dillard Paper Co. 
OO See . Selta Corp. 
Greensboro ..... Dillard Paper Co. 
Ralei Ene, Aw . Dillard Paper Co. 
Wilmington | i... ee eee. .Dillard Paper Co. 
Winston-Salem ........Dillard Paper Co. 
— 
Cincinnati... . Paper Co. 
Cincinnati " Ghetheld y= aed Co. 
Cleveland .Gascon Paper Co. 
Cleveland . ‘Union Paper 8 & Twine Co. 
Columbus.............Scioto Paper Co. 
Columbus........... ‘Standard Paper Co. 
OREGON 
Portiand........Blake, Moffitt & Towne 
PENNSYLVANIA 
Erie. . Te and Howe 
Phila. ....Whitemarsh Paper & Spec. Co. 
Pittsburgh........ Chatfield & Woods Co 
Scranton ....... Megargee Brothers, Inc 
RHODE ISLAND 
Pawtucket......J. C. Campbell Paper Co 
SOUTH CAROLINA 
Columbia ...Palmetto Paper Co. 
Greenville .. Dillard Paper Co. 


, 1617 PENNA. BLVD., PHILA. 3, PA. 


TENNESSEE 
Knoxville... ae Paper Co. 
Memphis. . . Paper Co. 
Nashville. . ~ Chemeae Paper Co. 
“TEXAS 
El Paso...............Dixon & Co, 
UTAH 
Sait Lake City..........Dixon & Co. 
VIRGINIA 
a 
Roa ..«»».Dillard Paper Co. 
WASHINGTON 
Seattle...... Blake, Moffitt & Towne 
WISCONSIN 


Milwaukee. . John Rauschenberger Co. 


, 
AVISTRAP. 


CORD STRAPPING 


his new PURCHASING WEEK feature is designed to teach you techniques 
| for business decision-making through outstanding mathematical and 
logical gamelike problems. 

The first installment deals with two situations that can be solved by using 
The Theory of Games of Strategy. Your object is to lick a very smart competitor 
in man-to-man intellectual combat. By employing certain new mathematical 
concepts—herewith reduced to a quick set of rules—you can achieve your 
objective handily. 

To understand how Games of Strategy are played and solved, first concentrate 
on the following concrete example: 


SAMPLE PROBLEM 

Two competing companies ‘orp. 
want to bid on a contract. They are such bitter rivals that they 
will thwart each other at the drop of a hat; in fact, each even 
thinks of the other fellow’s losses as his own gains. Here is their 
situation: 

@lf Arnold bids and Byerson does not, Arnold will lose 
$2,000. 

@ If both bid, Arnold thinks he can gain $1,000. 


P/W School for Strategists 


@ If neither bids, Arnold thinks he’s $3,000 better off than 
Byerson. 

@ If Byerson bids, and Arnold does not, Arnold figures he’s 
$2,000 ahead. 

What should Arnold do? 


HOW TO SOLVE THE SAMPLE PROBLEM 


1. Let’s concentrate on just one of the oppoents for a starter—Arnold. Sort 
his possible moves into two logical groups: 1) What happens if he bids, and 2) 
what happens if he doesn’t. This is what you get: 


Dollar Value of Move 


to Arnold 
Arnold bids, Byerson doesn’t — $2,000 
Arnold bids, so does Byerson $1,000 
Arnold doesn’t bid, neither does Byerson $3,000 
Arnold doesn’t bid, Byerson does $2,000 


2. Now put the dollar value of each move in a little box (called matrix) so you 
can inspect the situation visually. You want to solve it from Arnold’s point of 
view, so write Arnold’s moves at the left. Like this: 
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| SYLY. 


Subsidiary of GENERAL TELEPHONE & ELECTRONICS Sez) 


RUGGED, 
RELIABLE, 
READILY AVAILABLE... 


SYLVANIA 
INDUSTRIAL 
ELECTRONIC 

TUBES 


Every hour of ‘‘downtime’’ means 
wasted production time. You can help 
improve reliability and cut waste by 
replacing with quality-assured 
Sylvania Industrial Tubes. 


Sylvania manufactures a wide range 
of Industrial Tubes produced in the 
same tradition for reliable products as 
Gold Brand premium tubes. For 
prompt delivery of Industrial Tubes 
— often same-day service — see your 
Sylvania Industrial Tube Distributor. 
Large and small power tubes, igni- 
trons, thyratrons, rectifiers are no 
further away than your phone. 


For more information see your 
Sylvania Industrial Tube Distributor. 
Ask him for the new “Sylvania Indus- 
trial Tubes” and “Gold Brand Reliable 
Tubes” booxlets, or write Electronic 
Tubes Division, Sylvania Electric 
Products Inc., Dept. 469 1100 Main 
St., Buffalo, N. Y. 


LA 


ARNOLD BIDS | $2000 | $4,000 


ARNOLD DOESN'T | £3,000 | $2,000 


Incidentally, whatever Arnold does is 
the counterpart of what Byerson does 
(since there are only two players), so the 
box above really could be amplified like 
this: 


BYERSON BYERSON 
DOESN'T DOES 


ARNOLD BIDS | 82,000 | $1,000 


ARNOLD DOESN'T] $3,000 | $2,000 


3. Find the value in each horizontal 
series, and the lowest value in each 
vertical series. (Reason: The lowest figure 
on the right {horizontal series] is the least 
Arnold can gain with each strategy. Con- 
versely, the highest figure on the bottom 
[vertical series] is the most Byerson can 
lose.) Here’s what you get: 


BYERSON BYERSON 
DOESN'T DOES 


ARNOLD BIDS] $2,000 | $1,000 [82,000 


ARNOLD DOESN'T] 93,000 | 82,000 | 82,000" 


$3,000 52,000" 


4. Note that the figure $2,000—starred 
for visibility—is common to both hori- 
zontal and vertical series. THIS FIGURE 
IS THE STRATEGIC SOLUTION TO 
THE PROBLEM. To put it another way: 
Arnold should not bid, and Byerson 
should. This is the sanest settlement for 
both. 

5. Why is it the sanest settlement? 
Remember, we said both players are 
terrific competitors—thus equally smart 
and well-informed. Suppose either one 
had tried to be too greedy and played it 
another way. Here is what would have 
happened: 

@ Assume Arnold had bid hastily. His 
best win would then have been only 
$1,000 and he might have lost as much as 
$2,000. 

@ Now suppose Byerson would refrain 
from bidding. True, he might have clob- 
bered Arnold with a $2,000 loss, but that 
would be foolhardy figuring. What is 
more likely is that Byerson’s abstention 
would have handed Arnold a $3,000 
profit—far too big a gift. 

6. Why does the little box (matrix) 
tell you all this so readily? Because it’s a 
visual-inspection device—like a battle- 
field map with every competitive position 
cleared marked. 

Now try your hand at the following two 


problems, using the technique described 
above: 
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“I’m only one 
in over 5,000” 


“They tell me there are over 
5,000 GC Recording Chart users. 
Based on my experience, it’s easy 
to see why the number is growing 
steadily.” 

Here are the reasons: 

4. The quality of GC Recording 
Charts is insured by the technical 
skills and specialized facilities of 
the world’s largest chart pro- 
ducers. 

2. Costs are lower because of these 
same skills and large-scale produc- 
tion. Prices can be cut still further 
by placing a long-term order at 
quantity discounts and letting GC 
take care of automatic deliveries 
as you need them. 

3. You save time and clerical work 
by ordering all your charts from 
one source. 

4. Service is fastest because GC 
maintains an inventory of over 8 
million circular charts and 100 
thousand strip charts. 


You’ll appreciate all these rea- 
sons more if you write today for 
stock list and samples. 
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A SUBSIDIARY OF: 
GRAPHIC CONTROLS CORPORATION 
Buffalo 10, New York 


RECORDING 
CHARTS 


September 19, 1960 


1. HOW TO BEAT A PRICE 
INCREASE 


The Camden Co. is the sole 
supplier of model 313 widgets 
to the Gompers Corp. Gompers 
is considering changing part of 
its order to model 312 widgets 
for which there are several al- 
ternate sources of supply. 

The P.A. for the Gompers 
Corp. hopes that competition on 
this item will prevent future price 
increases by Camden. However, 
the Camden Co. is currently con- 
sidering an immediate price in- 
crease. It will have to make up 
its decision on price before learn- 
ing of Gompers new widget pro- 
curement policy. 


Here are the four possible out- 
comes: 


1. Gompers can switch to 
model No. 312 and change its 
source of supply, while Camden 
keeps its old price. This will be 
regarded as a gain of $3,000 by 
Gompers. 


2. Gompers doesn’t make the 
change over to the new part and 
Camden sticks by its old price. 


Gompers gain then is cut to 
$2,000. 


3. Gompers switches to model 
312 for part of its needs, and 
Camden hikes the price of model 
313. Zero gains or losses will 
occur for both parties. 


4. Gompers buys all of its wid- 
gets from Camden, and Cam- 
den raises its price. Gompers 
takes a loss of $3,000. (When 
you make up your little payoff 
box, list this figure as minus 
$3,000 for Gompers.) 


Here are the strategies: 
Gompers P.A. 
I. Switch to new widget 312. 


II. Keep widget 313 and Cam- 
den as vendor. 


Camden Co. 


I. Can raise its prices. 


union will strike for higher wages 
and must decide whether or not 
to subcontract. 

Conversely, the union leader- 
ship is in the dark about the out- 
come of the subcontracting nego- 
tiations and must decide whether 
to strike for higher wages at the 
Ryerton plant or to continue to 
accept local standards. 


There are four possible out- 
comes: 


1. Union strikes for higher 
wages, company subcontracts. 
Union loses community support, 
and, probably, the strike. This 
outcome is valued as a $30,000 


gain by the company, a $30,000 
loss by the union. 


2. Union strikes for higher 
wages, company doesn’t sub- 
contract. Union loses commu- 
nity support but may possibly win 
the strike. Value: $20,000 gain 
to management. 


3. Union doesn’t strike, com- 
pany subcontracts. Ryerton Co. 
saves something on its wage bill, 
but community support of the 
union is significantly strength- 
ened. Value: Zero gain to man- 
agement. 


4. Union doesn’t strike, com- 
pany doesn’t subcontract. No 


progress made in weakening 
union, but company does avoid 
higher labor costs for life of new 
contract. Value: $10,000 gain 
to management. 


Here are the strategies for man- 
agement: 


I. Subcontract some of the 
plant’s work. 


II. Don’t subcontract. 
And for the union: 

I. Call a strike. 

II. Do not call a strike. 


What should both sides do? 
See answer on page 50. 


Next: Operations 
Research 


The next session of PW’s 
“School for Strategists” begins 
on Oct. 3. In that issue, 
mathematician Martin L. Lei- 
bowitz of Systems Research 
Group, Mineola, N. Y., will 
introduce you to the new prob- 
lem-solving technique called 
Operations Research. 

You'll learn how to use Op- 
erations Research to help you 
decide how many vendors you 
should invite to bid on a con- 
tract. Watch for the Oct. 3 
issue to learn the technique. 
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Laminated wooden beams protected with a 
Sisalkraft paper. Picture courtesy of Unit 
Structures Incorporated, Peshtigo, Wisconsin, 


II. Hold prices the same. 


Now, using Game Theory, 
what would you decide as the 
Gompers P.A.? This time we'll 
let you to make up your own 
payoff box. See page 50 for the 
answer. 


Flexible wraps to cut Packaging Costs 


2. TEXTILE CO. VS. UNION from the ground up 


plete information, please write our main office in 


i i ha and sizes for 
Cees SS ee Attleboro, Mass. We’ll be glad to work with you. 


shipment and storage need not be difficult or costly. 
Tough, waterproof paper reinforced for strength to 
prevent tearing is one answer. Sisalkraft makes this 
kind of paper. In addition, we polyethylene coat 
paper and paper-type materials . . . make vapor- 
proof, non-combustible papers, as well as many 
variations of paper, plastic and metallic foil combi- 
nations. 

American Sisalkraft specializes in wraps and bar- 
riers, which, for example, provide protection against 
water and water-vapor, dust and dirt, heat or cold, 
grease and oil. For secure, speedier production line 
carton closure, we produce reinforced sealing tapes 
which permit 2-strip sealing. Tests indicate that this 
method is faster than gluing or stapling. For com- 


Ryerton Textile Co. has been 
plagued by a militant local union 
at its finishing mill. Ryerton man- 
agement would like to weaken 
the strong community support en- 
joyed by the union as well as 
prevent a further hike in the wage 
scale which, community leaders 
agree, is already high compared 
to other local wages. Manage- 
ment is also considering subcon- 
tracting some of its finishing op- 
erations out of the Ryerton mill 
to improve its bargaining posi- 
tion with the union. 

Negotiations with a subcon- 
tractor are in process when the 
contract with the local union runs 
out. Ryerton management can 
not know whether or not the 


(Pm 
SISALKRAFT 


AMERICAN SISALKRAFT CORPORATION 


Chicago 6 +* New York 17 «+ San Francisco 5 
in Canada: Murray-Brantford Ltd., Montreal 


reinforced paper, foil and plastics for construction, industrial packaging and agriculture 
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Industry News in Brief 


Flintkote Acquires Two 


Boston—Stockholders of Flint- 
kote Co., major supplier of 
building products, have approved 
the acquisition of two more com- 
panies. 

Stockholders agreed to a 
merger of Diamond Portland Ce- 
ment Co., Middle Branch, Ohio, 
and cleared the way for the pur- 
chase of M. J. Grove Lime Co. 
of Lime Kiln, Md. The merger 
and acquisition will be financed 
through a new issue and stock 
transfer. 


Firm Expands Warehouse 


Stamford, Conn.—Norma- 
Hoffman Bearings Corp. has 
boosted its capacity to service 
distributors in the East and South 
by expanding warehouse facili- 
ties in Philadelphia and Atlanta. 

The Philadelphia warehouse at 
30th and Clearfield Sts. has been 
increased 40%. The Atlanta dis- 
tribution site at 1269 Spring St., 
N.W., has been expanded 50%. 


Scovill Adds New Line 


Waterbury, Conn.—Scovill 
Mfg. Co. has purchased the as- 
sets of International Couplings, 
Inc., division of The Gabriel Co., 
Cleveland. 

The products formerly manu- 
factured by International will be 
consolidated into Scovill’s line of 
industrial couplings and will be 
sold through Scovill’s sales force. 


Expand Plastics Plant 


Dallas—Phillips Chemical Co. 
has started an expansion program 
at its plastics plant near Houston 
that will.raise production about 
one-third—to 100 million-Ib. an- 
nually. 

A spokesman said the expan- 
sion results from the continued 
high demand for the firm’s high 
density polyethylenes, ethylene 
copolymers, and tailored resins 
used in films, and in blow molded 
and injection molded products. 


Stolper Changes Name 
Menomonee Falls, Wis.—Stol- 


per Steel Products, Corp. has}: 


changed its name f6 Stolper In- 
dustries. The new title. was 
chosen to indicate the firm’s in- 
creasing diversification of ma- 
terials, services, and product 
lines, a spokesman said. - 

Stolper fabricates parts from 
stainless steel, aluminum, and 
nonferrous metal as well as steel. 
It also has a reinforced plastics 
division producing fiberglass ‘re- 
inforced parts. 


Koppers Closes Plant 
Pittsburgh—Koppers Co. Inc. 


will cease operation at its Everett, 
Mass., plant on Sept. 30. Creo- 
sote and creosote-coal tar solu- 
tions as well as coal tar pitches 
formerly supplied from Everett 
will be available from other 
plants. 


Monsanto to Build 


Philadelphia — Monsanto 
Chemical Co. plans to build a 
multi-million chemical facility on 
a 650-acre site along the Dela- 
ware River in Gloucester County, 


Crosley Gets New Name 


Cincinnati—Avco Electronics 
and Ordnance Division is the 
new name for the Crosley Di- 
vision of Avco Corp. According 
to company officials the new 
name has been chosen because 
it is more descriptive of the work 
done by the division. 

The Crosley Division name has 
been associated with a line of 
consumer items no longer pro- 
duced by the company. The unit 
is engaged almost entirely in the 
design, development, and pro- 


duction of electronics and ord- 
nance items for the armed serv- 
ices. 


Armco Expands 


Baltimore—Armco Steel Corp. 
will spend $1.8-million to ex~ 
pand steel processing and ware- 
housing facilities at its Baltimore 
Works. The Baltimore location 
is one of the nation’s largest 
stainless bar and wire mills. 

C. G. Davies, division vice- 
president, announced the latest 


expansion as part of a long- 
range plant to “keep facilities 
ahead of competition in the 
rapidly growing specialty steel 
business.” 


Allied Chemical Builds 


Wilmington, Del.—Allied 
Chemical Co. is building a new 
gypsum plant in nearby Clay- 
mont, directly opposite the firm’s 
General Chemical Div. facility. 
It is said to be the first U.S. plant 
that will manufacture gypsum 
board chemically instead of from 
gypsum rock. 

The facility, to be operated by 
the Barrett Div., will use a by- 
product of phosphoric acid in a 


new process to make gypsum. 
Capacity will be about 25-million 
Ib. 


Autolite Enters Leasing 


Toledo—Electric Autolite has 
completed the acquisition of 
Equitable Leasing Corp., a firm 
which rents production tools, 
trucks and office equipment. A 
company spokesman noted that 
the purchase is part of Auto- 
lite’s move to diversify outside 
of the automotive business. 
Earlier this year, the firm ac- 
quired Hiller Aircraft Corp., 
West coast manufacturer of ver- 
tical aircraft. 


General Elect Buys and Sells TOTAL VALUE 


N.J. 
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SPECIAL MACHINE. Creative 
suppliers help General Electric 
to improve quality through bet- 
ter manufacturing processes. 
The machine below, for ex- 
ample, was designed by a sup- 
plier who offered the best com- 
bination of tool arrangement, 
design features, and delivery on 
a special machine designed to 
drill holes in frames for the oper- 
ating mechanisms of power cir- 
cuit breakers. This new machine 
provides complete accuracy and 
uniformity and improves the 
manufacturing cycle. To G-E 
customers, this means a better 
product and better service. 


SPRINGS. For its line of low- 
voltage power circuit breakers, 
General Electric had to find a 
supplier for the springs used in 
this stored-energy device. The 
supplier chosen not only helped 
General Electric engineers to 
plan for the inclusion of springs 
of optimum design; he also 
undertook manufacturing inno- 
vations to further increase his 
product’s reliability. Besides the 
technical capability of this com- 
pany and the reliability of its 
products, added values such as 
service, product availability, 
and buying convenience were 
considered. 


MaNiiyy 


BUS SUPPORTS in General 
Electric’s low-voltage switch- 
gear were formerly made of a 
1 Minch bar of a material requir- 
ing metal mounting brackets. 
The supplier of a plastic ma- 
terial pointed out how his ma- 
terial, with a thickness of only 
3/16ths of an inch, would save 
space and also provide better 
insulation and better resistance 
to combustion. This supplier 
also improved his molds until 
pieces of the form shown below 
offered the additional benefit 
of greater strength, thus con- 
tributing to reliability of G-E 
switchgear. 


How creative supplers help General Elecint to offer you... 
THE GREATEST TOTAL 


General Electric is served by 45,000 suppliers 
and spends nearly 50 percent of its net sales 
billed on materials and services from suppliers 
outside the Company. In its continuing efforts 
to improve the total value of its offerings, General 
Electric is often helped by the creative con- 
tributions of many companies, large and small. 

Three of the many suppliers who, in one 
way or another, contribute to the total value 
of General Electric switchgear are discussed 
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above. To make its purchases more productive, 
General Electric purchasing management sys- 
tematically appraised these suppliers to deter- 
mine the extent to which they offered needed 
values at competitive prices. The value con- 
tent of their products and of their creative 
performance is passed on to buyers of General 
Electric switchgear, enhanced by General 
Electric’s unique contributions in product 
design, in service, and by the Company’s lead- 
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UARCO Sets Up New Subsidiary 


To Service Customers Installations 


Chicago—UARCO, Inc., ma- 
jor business form and business 
machine maker, has set up a 
subsidiary, UARCO Equipment 
Service Corp., to handle servicing 
of its customers’ installations. 

The subsidiary will offer cus- 
tomers annual service agreements 
for maintenance and emergency 
repair of UARCO bursters and 
other processing machines. 

“The machine accounting su- 
pervisor has been conditioned 
to expect continuing service on 


his machine,” said A. C. Baur, 
UARCO general sales manager. 
“Today, most of the important 
output of his department must 
go through a burster.” 

Baur said the new company 
will offer two types of service 
contracts: 

@®A complete maintenance 
plan which includes periodic in- 
spections, repairs, and parts re- 
placements on a regular schedule. 

@An_ agreement providing 
emergency service calls only. 


Jefferson Electric Sends Out VASCO Team 


Bellwood, Ill.—A _ manufac- 
turer of custom electric equip- 
ment, Jefferson Electric Co., is 
winning friends and influencing 
customers these days with a new 
value-analysis standardization 
program involving a_ traveling 
VASCO team. 

The two-man team, part of the 
newly-formed Technical  Ser- 
vices Dept., has paid off in terms 
of helping Jefferson increase its 
“kept promises” on _ delivery 
times by some 138%, general 
sales manager Bertrand J. Far- 
rel pointed out. 


Farrell said the team, which 
eventually will be expanded to 
three men, has these important 
functions: 

@Sales. The two men spend 
as much as 50% of their time 
making calls with salesmen and 
helping customers standardize 
component parts of their orders, 
reduce manufacturing costs on 
the products, and select the best 
co-suppliers. 

@ Training. The Technical Ser- 
vice Dept. also will help train 
Jefferson’s own sales personnel— 
those without engineering back- 


Modern G-E power distribution system at John Wanamaker's Jenkintown, Pa. store is inspected by John Spitzkopf, 
General Contractor: Turner Construction Company. Electrical Contractor: H. B. Frazer Co., 


store's chief engineer. 


Inc. Wanamaker Chief Engineer: R. B. Day. 


VALUE IN SWITCHGEAR 


ing position as a designer of industrial and 
commercial power distribution systems. 
Today, every purchasing agent is in a favor- 
able position to reduce his Company’s cost of 
doing business and to increase profitability. 


Progress /s Our Most /mportant Product 


GENERAL @@ ELECTRIC 
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For an interesting discussion of this subject, 
write for a copy of Productive Purchasing, An 
Approach to the Systematic Appraisal of TOTAL 
VALUE. General Electric Co., Section 666-04, 
Schenectady 5, N. Y. 


grounds—on the technical as- 
pects of company products and 
the industries the firm serves. 

@ Product Trends. The new 
team will be expected to develop 
information about trends in prod- 
uct needs among the industries 
served by the company. 

‘Pays Off’ 

“This kind of technical ser- 
vice pays off, especially in new 
construction, because the en- 
gineers remember us for it,” 
Farrell told PURCHASING WEEK. 
“And it is service—both before 
and after the job—that is the 
most important factor in our 
success.” 

Because so many of Jefferson’s 
products, including transformers, 
lighting ballasts, and electronic 
components, are custom-made, 
the Technical Services Dept. is 
devoting much of its time to 
standardizing as many of the 
customer’s products as possible. 

Orders prescribing dimensions 
or tolerances a few thousandths 
of an inch from standard are 
reviewed carefully to find out if 
a revision to standard would not 
accomplish the same results. 


Profits Responsibility 


To help Jefferson sales mana- 
gers hit their targets—they are 
each responsible for profits or 
losses in their product lines—the 
company has also adopted a 


teamwork approach for each 
product. 

Under the new approach, 
sales managers will not only 


work closely with their counter- 
parts in manufacturing and en- 
gineering, but also with a coun- 
terpart in the company financial 
department. 

To effect this aspect of the 
program, three accountants have 
been assigned to the sales-manu- 
facturing-engineering teams re- 
sponsible for each product. The 
accountant’s role will be to pro- 
vide information on the cost of 
adding salesmen, adopting new 
packaging, taking a new market- 


ing approach, and __ similar 
changes of operation, Farrell 
explained. 


Bridgeport Brass Opens 
Tulsa Distribution Center 


Tulsa—Bridgeport Brass Co., 
Connecticut manufacturer, has 
opened a metals distribution 
center at 1613 West 21 St. here 
to serve the greater Oklahoma 
area. 

The center will carry a com- 
plete line of admiralty comdenser 
tubes, aluminum fin stock, free 
machining brass rod, copper 
water tube and pipe, refrigeration 
tube, and plumbers’ brass goods. 


Peabody Wright Expands 


Columbia, Tenn.—The Pea- 
body Wright Corp. plans to build 
a coke chemical plant and have it 
in operation here by the end of 
the year. 

The firm, a subsidiary of Pea- 
body Coal Co. and Curtiss- 
Wright Corp., will build this 
plant adjacent to the Hooker 
chemical operation in Columbia. 

While most of the output of 
the new plant will be used by 
local chemical firms, coal tar and 
other by-products may be 
shipped to other parts of the 
country, a spokesman said. 
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Canadian Westinghouse President 
Calls for Protection Against Imports 


Toronto, Ont.—Canada’s sec- 
ondary industries must be given 
protection from “ruinous, un- 
beatable foreign competition,” 
the president of the Canadian 
Electrical Manufacturers’ Assn. 
told the directors of the Canadian 
National Exhibit Electrical Day. 

“Secondary industry in Can- 
ada now is slowly lossing out, 
product by product, to the low- 
wage foreign producers,” said 
George L. Wilcox. 

“Canada, almost alone of 
all the industrialized nations, 


pursues a policy of encouraging 
importation of manufactured 
goods of other nations with lower 
wages and lower living standards. 
to the obvious detriment of it 
own industries.” 


Needed by Secondary Industry 


Wilcox, president of Canadian 
Westinghouse Co., said  sec- 
ondary industry needs “increased 
protection at levels necessary to 
protect jobs and living standards” 
and provide the 2-million new 
jobs that will be needed by 1970. 


N EW [ “Louisville Colonel” 
ALL-ALUMINUM PLANKS & STAGES 


Prices start at 


ANNOUNCING .. 


Superior Quality at an Amazing 
low price ! 


. Louisville Ladder Company's sensationally 


low cost line of safe, serviceable and durable light weight all 
aluminum stages in popular lengths and 12” and 20” widths! 
With 1000 or 1600 Ib. capacities for a ONE or TWO MAN 


load .. 


OVAL-LOK rung-to-rail connection . . . 


. these stages are constructed with Louisville's exclusive 


the same ‘SURE FOOT”’ 


aluminum decking used on higher priced units to make the Louis- 
ville Colonel the finest all metal stage buy on the market today! 


NOW! For miniaturized assemblies... 


est CLO? 


HALLOWELL steel collars in microsizes 


@ Ye, Yo, % inch bore 


@ Fitted with UNBRAKO set screws for positive locking action 


@ Precision machined from finest bar stock 


@ Extremely versatile—used as thrust collars, locking collars, 
spacers, cam operators, indexing devices, etc. 


Send for Bulletin 868—complete information on all sizes 


of HALLOWELL steel and cast iron collars. 


INDUSTRIAL FASTENER Division ps 


JENKINTOWN 48, PENNSYLVANIA 
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______—*iThis Week's 


shooting for is an Australian 


for at least another month. 


question of the week. 


present $661 /ton doldrum. 


current spread is nearly 3% ¢/Ib. 
@ Santiago de Chile. Ana- 
conda Co. currently is holding 
negotiations with its Chuquica- 
mata copper mine workers in an 
effort to stave off a strike now 
set for Sept. 30. 

The mine workers are asking 
for a 70% wage increase with 
fringe benefits—terms the com- 
pany calls “out of all proportion.” 
If granted, these terms would 
run up a $30-million labor bill 
for the life of the new contract. 

If a strike occurs it might offer 
temporary support to current 
New York prices. But, on the 
other hand, Anaconda can’t 
afford to go out of business again 
only a year after the last big- 
strike in the U.S. 

@ Congo. Observers are hop- 
ing the Katanga situation will 
be straightened out after the 
United Nations General As- 
sembly goes into session in New 
York. 

eee 

London—Courtaulds Ltd. an- 
nounced it will boost its U.K. 
acrylic fiber production capacity 
to 32-million lb./year. In ad- 
dition, the company says its new 
10-million-lb. capacity plant in 
Calais, France, will be completed 
soon, bringing total company 
capacity to 42-million Ib./year. 
Meanwhile, Royal Dutch/Shell 
and Italy’s Montecatini, of Milan, 
have joined forces to form a new 
company in The Netherlands to 
manufacture polypropylene for 
plastics. 

The new jointly owned firm 
N. V. Rotterdamse Polyolefinen 
Maatschappi will build and op- 
erate a plant in Rotterdam, us- 
ing Montecatini patents and the 
Royal Dutch/Shell marketing 
forces. 

While company officials de- 
clined to reveal capacity and 
cost details of the new venture, 
they admitted that production of 
polypropylene for plastics would 
be “on a large scale.”” Ownership 
is reportedly divided on a 60:40 
basis between Royal Dutch and 
the Italian firm. 

eee 

Moscow—The Soviet Union 
is reportedly interested in com- 
peting with leading Western sup- 
pliers of generating and trans- 
forming equipment. 


First award the Reds will be 


Purchasing Week 


Perspective °°” 


London—Buyers hoping for some order to emerge from the 
confused world copper market will have to play a waiting game 


Here is the way most market observers view the copper supply 
situation in these four sensitive areas: 

@ London. The outlook here is shaky despite an unnamed 
producer’s attempt to bolster the market with purchases of 1,000 
tons-day. Whether this producer was actually trying to give the eee 
market some artificial support or merely trying to meet tem- 
porarily heavy demands from customers is still the big unanswered 


It seems clear, however, that this type of support will be worth- 
less over the long pull. What’s needed, say insiders, is producer- 
imposed production restrictions to pull the market up from its 


@ New York. The 33¢/lb. price is faced with its worst threat 
in a year. Traditionally, U.S. buyers won’t support more than a 
2¢ to 242 ¢/lb. price spread between New York and London. The 


government contract for ma- 
chinery needed in the giant 
Snowy Mountains Hydro-electric 
Authority project. 

It’s not certain whether the 
Soviets will build the machinery 
themselves or farm out the work 
to satellite nations, but authori- 
tative sources claim deliveries 
will be made from Russian plants 
and the prices will be low enough 
to undersell Western competition. 
In addition, the Reds will offer 
customers technicians to assist 
in installation. 


Amsterdam—A Dutch textile 
firm in Heeze, Van Engelen and 
Evers, has designed a new textile 
label cutting and folding machine 
that is said to turn out 5,000 
labels/hour of all sizes without 
any need for parts changes. The 
semi-automatic instrument ad- 
justs itself as a new roll of labels 


DB 7400 
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SAUED OV RUBBER MOLDS £ DIES 
specifying 
Atlantic India... 
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Yes, Atlantic’s collection of rubber molds and dies often 
supplies just the one you need. You save the expense of 
making new molds and dies, and at the same time deal 
with one of the oldest and most reliable manufacturers 
of rubber products. 

Your special problems are in 
good hands at Atlantic India, too! 
Our engineers and laboratory 
technicians are well qualified to 
help you develop special com- 
pounds, molds, and manufactur- 
ing economies for your long pro- 
duction runs. 

Join our mailing list. lf you or 
others in your company would 
like to receive our literature or 
catalog 52, write today. 


Atlantic India Rubber Wks., Inc. 


Producers of the ee line of Rubber Products 


573 West Polk St., Chicago 7, Illinois 
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Foreign News in Brief 


Export Quotas 


Tokyo—The Japanese Minis- 
try of International Trade and In- 
dustry (MITI) has decided to re- 
consider its export quotas on toy 
radios as a result of recent as- 
surances by the U.S. Embassy 
here that American import tariffs 
on the radios would not be raised. 

Despite the fact that the radios 
are labeled as toys, they have 
come under harsh criticism from 
certain quarters of the U.S. elec- 
tronics industry. MITI, fearing 
the current 1242% U.S. import 
tariff might be doubled, had been 
prepared to raise its own export 
quota in order to avoid such a 
move by Washington. 


Spray Guns 


Tokyo—Hitachi, Ltd., a major 
Japanese electrical products firm, 
has introduced a new line of 
spray guns, ranging in capacity 
from 400 W to 1.5 KW. 

The new guns, ranging in price 


from $160 to $235.28, are 
equipped with automatic un- 
loaders and air _ transformers. 


Maximum pressure capacity of 
the new unit, whose engine and 
pistons are of aluminum alloy, 
is 5.5 kg./sq. cm. 


Coffee Price Control 


Jakarta—Indonesia’s _ official, 
state coffee enterprise, USINDO, 
has called for a meeting of coffee- 
producing countries to set up a 
council to control world prices, 
similar to these controlling tin, 
rubber, and tea prices 

USINDO’s proposal came on 
top of its disclosure that the 
Congo is gradually edging Indo- 
nesia from the world coffee 
market by underselling Indo- 
nesian coffee at prices 70% of 
current world prices. Members of 
the proposed price council, 
USINDO suggested, would in- 
clude Congo, Latin American 
countries, and Indonesia. 


Textile Union 


Zurich—The European Com- 
mittee of the International Cotton 
Federation has come up with 
a plan to consolidate the associa- 
tions of the Western textile in- 
dustry into a European Textile 
Union, similar in nature to the 
European Coal and Steel Com- 
mittee. 

The plan, however, is subject 
to approval by the General 
Agreement on Tariffs and Trade, 
which generally opposes such in- 
ternational unions, when they are 
limited to individual industries. 


Form New Plastics Firm 


Boekelo, Holland—N.  V. 
Boekelosche Stoombiekerij, of 
Boekelo, and Commercial Plas- 
tics, Ltd., of London, have estab- 
lished a new firm, N.V. Boekelo 
Plastics, here to manufacture, 
process, finish, and market plas- 
tics. 


Steel Output Hits Peak 


Bonn—German steel produc- 
tion reached a postwar high last 
month with a near-capacity out- 
put of 3,004-million tons. 

Total 1960 steel production is 
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now expected to surpass easily 
the 1959 figure of 29.435-mil- 
lion tons. The January-to-July 
figure of 19.6-million tons this 
year exceeded the comparable 
1959 output by 3.4-million tons. 


Firm Unveils 23-Tube TV 


Berlin—German television 
makers have followed the lead of 
one of the country’s largest mail 
order houses, Quelle, and come 
out with 23-tube TV models this 
year. 


The new models were intro- 
duced to the public for the first 
time at the recent industrial fair 
here. Quelle introduced the 23- 
tube model, equipped with U.S.- 
made tubes, a year ago. Models 
showed at the fair here showed 
average prices of around $240. 


Coal Pipeline Planned 


Bonn—The Ruhr coal mining 
industry is considering construc- 
tion of a 300-mile coal pipeline 
stretching from the Ruhr Valley 


to Regnesburg on the Danube. 
A consortium, formed for 
planning the project, has secured 
the cooperation of Consolidation 
Coal Co., of Pittsburgh, Pa., 
whose 110-mile Ohio pipeline cut 
coal transport costs by 4%, com- 
pared with rail freight. The pro- 
posed 15 in-diameter German 
pipeline would have an annual 
capacity of 3-million tons. 


Tube Makers Cut Tags 


London—tThree British fluo- 
rescent tube manufacturers have 
followed the lead of Thorn Elec- 
tric Industries’ Atlas Lighting 
Division’s move in reducing selec- 
tive tube prices. 


The three companies, Asso- 
ciated Electrical Industries Lamp 
and Lighting Co., Exco-Ensign 
Co., and General Electric Co., 
chopped prices 7% to 19% . The 
moves were attributed to in- 
creased demand and production. 


New Alumina Plant 


Toronto—Aluminium Co. of 
Canada, Ltd., has announced the 
start of construction of a $35- 
million alumina plant in British 
Guiana—that country’s largest 
single industrial enterprise ever 
undertaken. 

The new plant is scheduled to 
go on stream early next year. 


INVESTMENT CASTINGS 


in any metal.-terrous or non-ferrous, including magnesium 
in any quantity --production or prototype 


stainless steel and difficult-to-machine superalloys. 


Arwood’s casting facilities enable us to cast parts that 
range from a fraction of an ounce up to 100 pounds. 
You now have a single source for small and large 
castings. It’s just another good reason for doing 


business with Arwood 


e Five production plants throughout the country. 
e Complete design, tooling and metallurgical research 


facilities. 


e Eighteen years’ experience in casting all the 
and alloys that can be poured into a mold — 
from magnesium right through to 


ing everything 


Machine the simple . 


A complete service from design through tooling, 
production and finish machining. Seventy - one 
engineering representatives from coast to coast. 


ARWOOD CORPORATION 


PLANTS IN BROOKLYN, N. Y.; TILTON, N. H.; 


metals 
includ- 


.. cast the complex 
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e A time-tested record for reliability in meeting quoted 


prices and scheduled deliveries. 


e Seventy-one trained engineering representatives 


coast to coast. 
pee a 
casting, you'll find that it pays 
Arwood. 

Like to know 


when the specifications call for an investment 
to get a quote from 


more about investment casting? Send 


for our 44-page ‘‘Practical Guide to Investment 


Casting.” It’s yours for the asking. 


rwood -: 


e 328 West 44th Street, New York 36, New York 
GROTON, CONN.; LOS ANGELES AND LA VERNE, CALIF. 
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This Changing Purchasing Profession . . . 


John Gatz, Southwest Airmo- 
tive Co., Dallas, has been pro- 
moted from buyer to assistant 
purchasing agent. 


Anne D. 
Repko has 
been made as- 
sistant to the 
vice president 
for marketing, 
with responsi- 
bilities in pur- 
chasing, for 
Howe Sound 

o., New 


ANNE D. REPKO 


York. She will be responsible 


Roy Fitzsimmons was named 


for procurement of primary|purchasing agent of Wadell 
and scrap metals and com-|Equipment Co. Inc., of Clark, 
modities common to theJN. J. 
firm’s operations in the non- ’ 

+ ; ¢- Adams has been ap- 
ferrous metals field. Formerly Roy E. Adams = 


purchasing agent for the Austenal 
Co. Division of Howe Sound, 
she is a member of the New York 
P. A. Assn.’s board of directors 
and is the first woman to hold 
this post. 


William J. Foy has been made 
purchasing agent at Madison- 
Kipp Corp., Madison, Wis. 


pointed director of purchases for 
Equitable Gas Co. of Pittsburgh. 


Howard G. Towne succeeds 
Joseph P. Hylant as deputy pur- 
chasing agent of Erie County, 
Buffalo, N. Y. Hylant was re- 
cently advanced to purchasing 
agent. 


D. R. Martin has been named 


assistant manager of purchasing 
and material control for Allison 
Div., General Motors Corp., 
Indianapolis. He succeeds C. J. 
Kelly, who is on special assign- 
ment until he retires Oct. 31. 


F. Stan Ro- 


manse_ has 
been pro- 
moted from 
assistant pur- 
chasing agent 
to purchasing 
agent for the 
Boiler Div., 
F. S. ROMANSE Babcock & Wil- 
cox Co., and 


will make his headquarters in 
Barberton, Ohio. Romanse suc- 


Gates High Capacity Drive on Blower for Eli Lilly 


SAVED 


~ 


For each blower that Roots-Connersville supplied 
for the Lilly Laboratories at Lafayette, Indiana, original 
drive specifications called for 11-groove sheaves using 


standard belts. 


Because 11-groove sheaves were special and time 
was short, the original drive specifications were re- 
examined. Could Gates Super High Capacity V-Belt 
Drives handle the installation better? 


They could — and did. Instead of 11-groove drives, 
regular 6-groove Super HC Sheaves and Super High 
Capacity Belts were shipped from stock... arrived at 


The Gates Rubber Company, Denver, Colorado 
Gates Rubber of Canada Ltd., Brantford, Ontario 


EBD World’s Largest Maker of V-Belts 
ie 9 


67/3" 
97 \|bs. in drive weight 
$119 in drive cost 


in face width 


power from 


Roots-Connersville Positive - Displace- 
ment Air Blower on waste-treatment 
facility at Eli Lilly Company’s Labora- 
tories near Lafayette, Indiana. Six Super 
HC High Capacity V-Belts transmit 
the 
sheave to the 21.2-inch DriveN. 


13.2-inch DriveR 


the job overnight... saved the situation — as well as 


time, money, space and weight. 


For all users of multiple V-belt drives... 


Gates Super High Capacity V-Belts offer similar 
opportunities to save. These Super HC Drives pack 
the same hp capacity into smaller space — require fewer 
belts, smaller sheaves, shorter center distances. The 
helpful design handbook “The Modern Way to Design 
Multiple V-Belt Drives” is yours for the asking. Just 
ask your Gates Distributor, listed in the Yellow Pages 


in the nearest industrial center. 


Gates Super 2#c V-Belt Drives 
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same hp capacity 
in smaller "package" 


ceeds J. R. Connell, who joined 


the executive staff of Jessop 
Steel Co. and its subsidiary com- 
panies with headquarters at 


Washington, Pa. Romanse is a 
past president of the New York 
P. A. Assn. (1959-60). 


William A, 
Garrett has 
been a p- 
pointed direc- 
tor of pur- 
chases _ by 
Huck Mfg. 
Co., Detroit. 
He had pre- 
viously been 

W. A. GARRETT Pag Bhs 


son Ramo Wooldridge, Cleve- 
land. His background includes 
six years in merchandising and 
sales in addition to seven years 
in purchasing. 


Robert L. Horstman has been 
named purchasing agent, Mc- 
Kinney Mfg. Co., Pittsburgh. He 
succeeds Harry M. Roth who 
retired recently after 45 years 
with the firm. 


J. W. Carter, purchaser branch 
manager, Baton Rouge, La., has 
been transferred to the same post 
at Greenwood, Miss. 


Obituaries 


Walter Y. Tretheway, 79, pur- 
chasing agent for the County of 
San Joaquin, Calif., died Aug. 26. 
He was one of those instrumental 
in founding the California State, 
County & Municipal Purchasing 
Agents Association. 


Frank J. Stautner, a purchas- 
ing agent for Downey Heating 
Co., Milwaukee, for 18 years, 
died Aug. 29. He was 48. 


D. M Crimmins, 55, director 
of purchasing at McQuay-Norris 
Mfg Co., St. Louis, died Sept. 1. 
Crimmins had been with the firm 
for 40 years and was a former 
president of the Purchasing 
Agents Association of St. Louis. 


Oil Executive Calls For 
Production Cutbacks To 


Improve Profit Outlook 


Atlantic City, N. J. — Cut- 
backs in oil production to lessen 
the dangers of price wars and 
investment losses were sug- 
gested by a top petroleum official 
last week at the annual meeting 
of the National Petroleum Assn. 

John E. Swearingen, president 
of Standard Oil Co. (Ind.) 
warned that the oil industry must 
cut back in production or find 
new markets. He declared the 
industry must put brakes on its 
expansion until supply and de- 
mand come into balance. He 
termed the industry problem of 
over-production “one of its own 
making.” 

Swearingen said the industry’s 
“growth mechanism continues to 
grind relentlessly on without 
waiting for demand to catch uv.” 

“In anticipating opportunities 
that were used up yesterday,” 
the executive said, “industry 
has created a tremendous invest- 
ment in facilities that currently 
cannot operate at a sufficiently 
high level to generate a satis- 
factory return, and it has created 
product surpluses that hane as 
constant threats over the indus- 
try’s price structure.” 
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In the World of Sales . . . 


Donald N. Kidd was named 
manager-sales engineering, a new 
post, at American Insulator 
Corp., New Freedom, Pa. 


Howard J. Baetz has been 
made district manager of the 
Great Lakes area for Butterfield 
Div., Union Twist Drill Co., with 
headquarters in Detroit. Laur- 
ence D. Gillame has been ap- 
pointed sales supervisor for met- 
ropolitan New York, and the 
states of New Jersey, Delaware, 
and eastern Pennsylvania includ- 
ing Philadelphia. 

Louis L. Crawford, vice presi- 
dent and sales manager of All- 
bright-Nell Co., Chicago, has 
been elected a member of the 
firm’s board of directors. 


Melvin S. Holder was ad- 
vanced to regional manager su- 
pervising regions in Indiana and 
southern [Illinois by Eutectic 
Welding Alloys Corp. 


Harold Fish has joined Revere 
Screw & Rivet Co., Chicago, as 
sales manager. He was formerly 
with Midland Screw Co., Chi- 
cago. 


Edward S. J. McVickar has 
taken the post of manager of min- 
ing and welding cable sales, Na- 
tional Electric Div., H. K. Porter 
Co., Inc., Pittsburgh. He had 
been with General Cable Corp. 


Floyd M. Cate has been pro- 
moted to vice president, sales, by 
Cannon Electric Co., Los An- 
geles. 


W. J. Pyle was promoted to 
New England regional sales man- 
ager for Sealright Co., Inc., Ful- 
ton, N. Y. 


James H. Lee has been named 
sales manager of the Fastener 
Div., Wedgelock Corp., North 
Hollywood, Calif. 


A. C. Demos has joined Frank 
Samuel & Co., a division of Howe 
Sound Co., Philadelphia, as man- 
ager of metallurgical sales. 


Donald L. Schofield was 
moved up to general sales mana- 
ger by Phillips Control Corp., 
Joliet, Ml. 


Neil A. DeFrazio has been ad- 
vanced to general sales manager 
for Standard Rectifier Corp., 
Santa Ana, Calif. 


Clayton Ryder has been as- 
signed the new post of manager 
of distributor sales for General 
Electric Co.’s Semiconductor 
Products Department, Syracuse, 
N. Y. 


Edward A. Puchalski has been 
advanced to sales manager for 
Milwaukee Crane, a division of 
Novo Industrial Corp., Miéil- 
waukee. 


Richard E. Reynolds was pro- 
moted to general sales manager, 
Film Div., American Viscose 
Corp., Philadelphia, succeeding 
the late Thomas O. Williams. 


George A. Hach has been ap- 
pointed sales manager of nonfer- 
rous metals for Central Foundry 
Div., General Motors, Saginaw, 
Mich. 


Jack R. Siegelbaum was made 
sales manager, Plasticizer Div., 
Reichhold Chemicals, Inc., White 
Plains, N. Y. 


Robert C. Jones was appointed 
manager of industrial sales of the 
Portland, Ore., division of Behr- 
Manning Co., in addition to his 
post as divisional sales manager 
in Seattle, Wash. 
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Irving Bederson has been ad- 
vanced to sales manager of An- 
chor Adhesives Corp., Flushing, 
New York. 

Edward G. Hewitt, sales man- 
ager of the International Paper 
Co., Container Div., plant at 
Wooster, Ohio, has been named 
manager of that operation. He 
succeeds Robert D. Jollay who 
became district sales manager of 
the company’s Ohio Valley con- 
tainer operations. 

Edward A. McAdam _ was 
moved up to director of sales- 
field operations, Inorganic Chem- 


icals Div., Monsanto Chemical 
Co., St. Louis. Barton Mac- 
Donald succeeds him as district 
sales manager at Cleveland. 
James L. Brown and O. Lee Ry- 
ser have been appointed district 
managers at Atlanta and Houston 
respectively. 

Robert S. Klonfas was ap- 
pointed sales manager, Industrial 
and Military Tube Div., Thomas 
Electronics Inc., Passaic, N. J. 

James P. McHugh joined Pa- 
cific Industrial Mfg. Co. as assist- 
ant sales manager and manager 
of the firm’s Pittsburgh office. 


Newton C, Ewalt has rejoined 
Walworth Co., New York, as vice 
president, power plant sales and 
special projects. He had been 
with Electric Boat Div., General 
Dynamics, Groton, Conn. 


Harold S. Salzman, general 
sales manager of the Long Lines 
Div., American Telephone & 
Telegraph Co., New York, has 
joined Ampex Professional Prod- 
ucts Co., Redwood City, Calif., as 
marketing manager. 

Kenneth J. Rawson has been 
elevated to vice president in 
charge of sales by Plastic Papers, 
Inc., Hicksville, N. Y. 


Mac A, Cousins has been pro- 


moted to sales manager of the 
Towne Hardware Div., Yale & 
Towne Mfg. Co., New York. 


Alan Kramer has been made 
field sales manager for Grayhill, 
Inc., LaGrange, Ill. 

James W. Fairbanks was ap- 
pointed western regional man- 
ager, national accounts, Replace- 
ment Sales Div., Electric Autolite 
Co., San Francisco. Ward W. 
Robbins succeeds him as western 
regional manager, replacement 
sales. 

Robert J. Van Liew was named 
to the new post of director of 
sales, international services for 
Railway Express Agency with 
headquarters in New York. 


True 
GUN 


with Gates 
Industrial Hose 


True Gun-All (Division of Detroit Tool & Engi- 
neering Co. of Lebanon, Missouri), is one of many 
hundreds of manufacturers who rely on Gates Industrial 
Hose to help insure the dependability of their own 
products on the roughest, toughest jobs. 


Wherever you need hose—to carry air, water, 
chemicals, concrete, oil, or anything that flows—you 
too can rely on Gates. For complete information on 
Gates Industrial Hose, see your Gates Distributor. You'll 
find him in the Yellow Pages—or you can write 


The Gates Rubber Company Sales Division, Inc., Denver, Colorado 


CF ry, 


TPA 501 


eae 


The Mark of Specialized Research 
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Seen here, concrete being placed on 
reinforcement and one-sided forms in 7 
= construction of St. John’s Abbey Church 
ms, in Collegeville, Minnesota, one of the 
© largest free-form structures erected to 
| date. Hose in use is Gates 18 HB Air 
Drill Hose—supplying compressed air 
| for greater impaction—and Gates 26W 
Cement Placement Hose. 
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ALL ‘grows’ building 


ina | "or TY 
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Ultra-modern free-form buildings like this literally 
‘grow’ on their own reinforcement in True Gun-All’s 
Truecrete wet-mix concreting process. 


Gates Premium Quality Air Drill 
Hose — 18 HB 
High grade gum rubber, virtually scuff-proof. Resists 
sun and weather without checking or cracking. Never 
chips or plugs up air lines or equipment. 


Gates Cement Placement Hose — 26W 


Specially built for conveying wet concrete and grout- 
ing mixtures under pressure. Ideally suited for 
flexible connections on cement pipe lines. 


<r erin 


The Gates Rubber Company, Denver, Colorado 
Gates Rubber of Canada Ltd., Brantford, Ontario 
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| Credit Wings Its Way to Caine Steel Customers 


Chicago—A major independ- 
ent steel service center, Caine 
Steel Co., is making the word 
“service” synonymous with on- 
the-spot credit—thanks to the 
company’s flying credit manager, 
Jim Magnus. 

Magnus, a commercial pilot, 
flies directly to the site of a pros- 
pective customer in need of credit 
and arranges for quick delivery 
of steel products with a minimum 
of complications. 

The credit manager’s flights 
are generally limited to customers 
in Midwest towns off the regular 
commercial air routes, and his 
on-the-spot appraisals of these 
Caine prospects often outweigh 
standard home-office “paper 
checks” which may indicate a 
poor credit risk. 


Builds Good Relations 


“It has also meant the building 
of many sound customer rela- 
tionships for the future,” Leon 
Caine, president, told PURCHAS- 
ING WEEK. “The customer we 
helped out when credit was nor- 
mally impossible for him to get, 
doesn’t forget. 

“And many of these smaller 
companies with a good product 


FLYING CREDIT MANAGER Jim 
Magnus checks in with tower 
on flight to customer's plant. 


and good prospects,” Caine 
added, “are going to grow. We 
number some of them among our 
best customers today.” 

In a rented four-seater plane, 
Magnus can cover as many as 
four cities a day, Caine said, 
checking inventories, production 
methods, and evaluating know- 
how and competence of customer 
managers. Most of the time he 
can okay credit on the spot. 

Cost is Secondary 

What does flying credit service 
cost? 

“Actually, the cost of renting 
a plane is a little less than renting 
an auto or operating a company 
car,” Caine explained. “And we 
save many hotel and meal tabs, 
to say nothing of the hours saved 
in getting from place to place. 
But these considerations are sec- 
ondary to the sales saved and the 
sales made—because we got 
there first with the credit.” 

The following is a good exam- 
ple of how Magnus works: An 
Illinois luggage manufacturer 
needed a large order of cold 
rolled sheets cut to his blank size. 
Standard credit checks, however, 
revealed bankruptcy in the cus- 
tomer’s financial history. 

Magnus took off from a private 
field near his Chicago home 
office, and in two hours was in 
the customer’s plant. 

“I found the company tempo- 
rarily strapped for cash,” Magnus 
said, “but with a three-month 
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backlog of orders, and the prod- 
uct potential seemed good. These 
are the factors you just can't 
properly evaluate without taking 
a look yourself.” 
The sale was 
Caine Steel. 
Another flying credit customer 
was granted an extended line of 
credit after new top management 
was installed—with Magnus fly- 
ing to the customer’s plant as one 
of the first supplier representa- 
tives to meet the new executive 
group. Since then the firm’s aver- 
age orders to Caine have doubled 


accepted for 


and the customer 
cash. 

“In a market as tight as this 
one,” Caine explained, “you have 
to take advantage of every selling 
device in the book. In this busi- 
ness you sell service before you 
sell product. 

“Putting credit on wings to 
help a salesman close a sale is 
really just another of our person- 
alized services,” the steel execu- 
tive went on. “The supplier who 
gets there first with the credit is 
going to be the first to make the 
sale.” 


is paying 
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Two Mills Boost Fir Plywood Prices 


Portland, Ore.—Two 
West Coast mills boosted fir ply- 
wood prices to $68 from $64 a 
thousand sq. ft. last week for the 
quarter-inch-thick bellwether 
grade. 

Mixed Reaction 

Georgia-Pacific 
Simpson Timber Co. said the 
price increases were effective 
immediately, but other big pro- 
ducer called the price rise “pre- 
mature” and said they were hold- 
ing back for the time being. 

Some strength has developed in 
the plywood market as a result 


Corp. and 


major, of production curtailments in the 


past month. Industry 
estimate these have cut back out- 
put almost 20%. Most mills in- 
dicated they planned to continue 
curtailed production. 


sources 


Other Boosts 

Besides increasing sanded fir 
panels to the $68 level, Georgia- 
Pacific also has boosted un- 
sanded, or sheathing, plywood to 
$94 from $92 a thousand sq. ft. 
for the %” thick key grade. 
Sheathing is an unsanded panel 
widely used under the walls and 
ceiling in home building. 
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Trucks Tonnage Remains 
Below Year-ago Levels 
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PHONY TRANSPORTATION: Many states have now joined 
with the Interstate Commerce Commission in an effort to wipe 
out unlicensed hauling on the nation’s highways. These illegal 
opérations which go by many tags—“phony transportation,” boot- 
leg trucking, or the “gray area of transportation”—are said to 
account for about 25% of all the motor vehicles on the highways. 

While a majority of common carrier truckers comply with 
State and federal regulations, a growing number of operators 
with neither state nor federal authority to haul for hire are 
currently offering bargain-rate service by avoiding them. 

State and Federal officials are keeping a close eye on one 
particular phase of phony transportation—so-called buy and sell 
operations. This is where illegal truckers exploit the exemption 
provided for firms hauling their own goods. These truckers buy 
the cargo they haul and sell it at the end of the run to a party 
designated by the original owner. 


TRANSPORTATION MEMOS 


Shippers also are involved in the stepped-up campaign to 
eliminate such operations. The ICC made it clear recently that 
shippers cooperating with illegal transport operations are as 
guilty as the carrier and will be prosecuted severely. 

ae © & 

ANOTHER AIR-RATE CUT: Continental Airlines of 
Denver, in a move tied to the trend toward lower air freight 
charges, recently established a “flat” minimum charge of $4 on 
air freight. The change became effective Sept. 1. 

The minimum had been $4 or the air freight rate for 50 Ib, 
whichever was higher. O. Lee Slay, Continental’s cargo sales 
director, said the new minimum would mean a reduction of 
75% in shipping costs in some instances. 

* a * 
MORE ON AIR FREIGHT: Railway Express Agency has 
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The lid’s off! 


...On a great new paper brand 


The name is Stan-Pak Run-Rite. Now, under this one brand, 


you can buy every type of office printing and duplicating paper 
you need—with assurance that every sheet will run right! 


THE THREE MILL LINES that are 
combined into this all-inclusive 
line were already among the finest 
in the country. Now, under the 
Stan-Pak Run-Rite name, they 
offer you greater value than ever. 
Here’s why. 

As a paper buyer, the one qual- 
ity you look for above all others is 
superior production performance. 
And we’ve made sure that the 
Stan-Pak Run-Rite line gives it 
to you. 

Precise trimming is a feature of 
the entire line. So is uniform bulk. 
Ink impressions reproduce sharply 
on beautifully textured surfaces. 
Stand out on brilliant whites and 
handsome colors. 

Features like these—on sheet 


after sheet, ream after ream—add 
up to trouble-free running. 
Through the duplicating machine. 
On the press. In the typewriter. 

Grades? Colors? Weights? Just 
name them. The Stan-Pak Run- 
Rite line answers every office need 
for printing and duplicating 
papers. In a range of prices to suit 
your budget. 

Stan-Pak Run-Rite is made by 
the three paper mill divisions of 
Standard Packaging Corporation. 
Next time you order paper, get 
acquainted with this exciting new 
line. Check its quality. Its runabil- 
ity. Its practical packaging. 

Ask your paper merchant for 
Stan-Pak Run-Rite. We’re confi- 
dent you'll specify it every time. 


STAN-PAK 22272.-f2422@ PAPERS 


STANDARD PACKAGING CORPORATION, New York 17, N.Y. 


Purchasing Week 


now signed interline agreements 
for handling shipments in co- 
ordinated air freight-surface ex- 
press service with 10 major air- 
lines, the most recent being East- 
ern Air Lines. These agreements 
make air freight available to 
shippers in areas without airport 
facilities. 

The new cargo pacts provide 
for a single receipt to shippers 
and a single billing, with charges, 
either prepaid or collect, based 
on a combination of the appli- 
cable air and surface rates of the 
carriers. Besides Eastern, REA 
is now tied up with Delta, Flying 
Tiger, Mackey, National, North- 
east, Pacific, Riddle, United, 
and Trans World. 


SHIPPERS FIGHT RATE 
CASE: The Seattle Traffic Asso- 
ciation and the Tacoma (Wash.) 
Chamber of Commerce have 
asked the ICC to reopen the In- 
termountain rate case. 

In a July 19 decision in this 
case, the commission rejected 
Seattle and Tacoma requests for 
motor freight rate to and from 
eastern Washington, northern 
Idaho, and western Montana 
matchinz the advantages which 
Portland, Ore., enjoys in eastern 
Oregon, southern Idaho, and 
Utah. 

Unless the ICC allows re- 
opening of the case for oral argu- 
ments and briefs, said Fred Tolan, 
traffic consultant for the Seattle 
and Tacoma groups, the decision 
will be appealed to the federal 
courts. 


TWIN CONTAINERS: High- 
way Trailer Industries, Inc. has 
introduced what it describes as a 
“radically new line of combina- 
tion trailers and containers,” 
called the Twin Container system. 

A company spokesman said 
the system consists of individual 
units coupled together to make 
a standard over-the-road trailer 
which, when split apart, or when 
detached from the wheels could 
be used as demountable cargo 
containers. 


WHISTLESTOPS: _Lifschultz 
Fast Freight has come up with 
more rate cuts. It has reduced 
rates 11% on shipments of air 
registers and diffusers, pressure 
regulators, and reducing valves 
from Hartford, Conn. to Chicago. 
It also cut rates 1742 % on less- 
than-carload shipments of boxed 
iron chains and sprocket drives. 
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Follow Up: Letters & Comments 


Specialty Plating Behind the Rising Fanfare Over Vinyl e Readers can get copies of this list 
Danbury. Conn.| Steel,” p- 18). by writing to: New Products Depart- 
In your Aug. 29 issue there a ae neti. This article interests us and I believe ment, PURCHASING WEEK, 330 
cle on page 12 entitled, “New Firm] ¥& ™ay be able to use same. West 42 St., New York 36, N, Y. 
Enters Specialty Plating Equipment Mar- Please send us manufacturers’ names. 
ket.” J. E. Colozzi Pai 
The firm’s name is Selectrons, Ltd. We Purchasing Agent Epoxy mts Dallas. Tex 
are very interested in writing directly to Fort Jewelry Co., Inc . allas, we 
this company for further information. Can On page one of your Aug. 29 issue 
you supply us with their address? ~ there is a picture of two men mEpECking 
. P A. Marvin coating on asphalt and concrete. The 
Purchasing Agent To Our Readers heading under this picture is “Epoxy 
[PC-DK Division This is your column. Write on any vat Appraisal, | 
Amphenol-Borg Electronics Corp.| | ..»: a — he We would like to know more about 
i . subject you think will interest purchasing || the paint described. What company man- 
e® The firm is located at: 520 Fifth executives. While your letters should be || ufactures it? ¢ 
Ave., New York, N. Y. signed, if you prefer we'll publish them L. H. Meyer " 
anonymously. Purchasing Agent 
ELECTRIC ARC GAS HEATER blows hot and | __ Rei ata . oa ee Heese Envelope Co. 
hard. Gas, such as oxygen or nitrogen, is Vinyl Steel pc giclly gue Rettens va Pemew-Ups @ The coating, CS 2721 Hiway Stripe, 
heated and then compressed for use in _ Providence, R. IL. PURCHASING WEEK, 330 West 42nd is a product of Chem-Seal Corp., 
wind tunnels. Other uses: as a furnace In your June 27 issue you have an St., New York 36, N. Y. 12912 Panama St., Los Angeles 66, ' 
for titanium, or as a chemical synthesizer. | article pertaining to vinyl steel (“What's Calif. | 


For You, Mr. Purchasing Agent 


These Are The Fairbanks Products That 
You Will Be Hearing About From Your 
Fairbanks Distributors—This Month! 


Fairbanks Patented Renewable 
Seat Ring Bronze Gate Valves 


Now, without ever removing the 
valve body from the line, you re- 
place the seat rings in a gate 
valve. In just 7 to 10 minutes you 
have the equal of a new gate 
valve back in service. Just think 
of the savings in time and effort 
you get. This valve is typical of 
the values to be found in the full 
line of Fairbanks Bronze and 
Iron Body Valves. 


Fig. 1236 — 200+ S.W.P. — R.S. Gate Valve 


Also available Fig. 1232 N.R.S. Gate Valve FEEL THE ef 
j [ | | | 
CRABS SRB 

TAPER-FORGED 
Fairbanks Two-Wheel and 
Platform Hand Trucks | 
There’s a Fairbanks Two-Wheel DIFFERE NC E | 
and Platform Hand Truck to 
meet every need and give you im- 
ortant time and cost savings. Run your fingers over a True Temper taper-forged shovel t : 
mportant exclusive standard : 
Fairbanks sales features include You'll feel the difference Immediately 
steel framed handles on two 
wheel hand trucks and double @ Thickest metal is at shoulders and neck where strain is greatest 
angle iron frames and patented 
LOCKWELD Steel Casters on @ Medium thick at point and center for wear resistance and strength 
platform trucks. Remember, & Thinner metal ot es for light weight and easy penetration 
Fairbanks Trucks are backed by a ee cael sellegs.  <camaatati: l 


70 years of dependable service 
to assure longer trouble-free 
operation. lasting, less cost 


Result: Weight for weight, the strongest shovels made 


Fig. 9215-S — General 
Purpose Truck Choose from four 


BANTAM perfect for 

weight; BULLDOG for 

splinter-free handle rr tonger wear. Sm« 
Getting the facts on these featured Fairbanks products is important to you. 
Because, like all Fairbanks products, the valve and truck featured provide 
unique benefits, assure dependable trouble-free operation. And, all Fairbanks 
products are immediately available from Fairbanks stock carrying distributors. 


” Fairbanks eww 


VALVES © DART UNIONS © CASTERS © TRUCKS + WHEELS Executive Office: 
393 Lafayette Street, New York 3, N. ¥, 


520 ATLANTIC AVENUE 2600 S. THROOP STREET 
BOSTON 10, MASS. CHICAGO 8, ILL. 


393 LAFAYETTE STREET 15 STANWIX STREET 
NEW YORK 3, N. Y. PITTSBURGH 22, PA, 


blades. Contact your True Temper industrial! distributor 


Immper ictid Avenue, Cleveland 15 


202 DIVISION STREET 
ROME, GA. 


FACTORIES—BINGHAMTON, N. Y. and ROME, GA, TRUE TEMPE ye ee, | 
IGHT JOB 


Sold through leading distributors in all principal cities 
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Meetings You May Want to Attend 


First Listing 


‘Execurama’ Business Exposition— 
Hollywood Palladium, 
Sept. 27-29. 


Los Angeles, 


National Hotel 
seum, New York, Nov. 


Exposition—Coli- 


14-17. 


Western Tool Show & Semi-Annual 
Convention—American Society of 
Tool Ambassador Hotel 
and Los Angeles Sports Arena, Los 
Angeles, Nov. 14-18. 


Engineers, 


International Automation Exposition 
& Congress—Trade Show Building, 
New York, Nov. 16-20. 


Electrical & Home Appliance Show 
—Electrical Building, Balboa Park, 
San Diego, Calif., Nov. 25-30. 


24th National Exposition of Power 
& Mechanical Engineering—Coli- 
seum, New York, Nov. 28-Dec. 2. 


Fleet Maintenance Exposition—Pri- 
vate Truck Council of America, Inc., 
Coliseum, New York, Dec. 5-8. 


Previously Listed 
SEPTEMBER 


National Stationery & Office Equip- 
ment Show—Conrad Hilton Hotel, 
Chicago, Sept. 24-28. 


Office Equipment & Machines Con- 
ference & Exhibit—Life Office Man- 
agement Association, Royal York 
Hotel, Toronto, Sept. 26-28. 


Instrument-Automation Conference 
& Exhibit—Instrument Society of 
America, Coliseum, New York, Sept. 
26-30. 


Material .Handling Show—Show 
Mart, Montreal, Que., Can., Sept. 
26-30. 


Iron & Steel Exposition—Audito- 
rium, Cleveland, Sept. 27-30. 


District 2 Conference, NAPA—4Hil- 
ton-Del Norte & Cortez Hotels, El 
Paso, Tex., Sept. 28-30. 


OCTOBER 


American Textile Machinery Exposi- 
tion—tTextile Hall, Greenville, S. C., 
Oct. 3-7. 


Fourth Annual Procurement Con- 
ference—-sponsored by the Dayton 
Association of Purchasing Agents, 
Patterson Memorial Center, Dayton, 
Ohio, Oct. 7-8. 


District 7 Conference NAPA—Pea- 
body Hotel, Memphis, Tenn., Oct. 
9-11. 


National Aeronautic Meeting, Manu- 
facturing Forum and Engineering 


Display—Ambassador Hotel, Los 
Angeles, Oct. 10-14. 

National Hardware Show—Coli- 
seum, New York, Oct. 10-14. 


Purchasing Agents Association of 
Central lowa—Products Show, Vet- 
erans Memorial Auditorium, Des 
Moines, lowa, Oct. 12-13. 


Show—Veterans 
Des Moines, 


1960 =Products 
Memorial Auditorium, 
lowa, Oct. 12-13. 


District 5 Conference NAPA—May- 
flower Hotel, Washington, D. C., 
Oct. 14-15. 


ment Jobbers—Annval Meeting &1 Shoreham, Washington, D. C., Oct. 


Trade Show, Sheraton Jefferson| 23-26. 

Hotel, St. Louis, Mo., October 16-18. 
National Electrical Contractors As- 
sociation—1960 Annual Conven- 


National Metal Exposition and Con- 
gress—Trade and Convention Cen- 
ter, Philadelphia, Oct. 17-21. 


tion, Las Vegas Convention Center, 


Las Vegas, Nev., Oct. 23-27. 


National Business Show—cColiseum, 
Sth District Conference NAPA—/| New York, Oct. 24-28. 
Sheraton-Ten Eyck Hotel, Albany, ‘ 
N. Y., Oct. 18-21. lIth National Conference on Stand- 


ards—American Standards Associa- 
Sheraton-Atlantic Hotel, 
25-27. 


tion, New 


National Institute of Governmental | york, Oct. 
Purchasing—15th Annual Confer- 


ence and Products Exhibit, Hotel 


American Institute of Electrical Engi- 


neers Exhibition—Bellevue-Stratford 
Hotel, Philadelphia, Oct. 26-28. 


14th Annual Automatic Vending 
Convention & Exhibit—Exhibition 
Hall and Fontainebleu Hotel, Miami 


Beach, Oct. 28-Nov. 2. 
NOVEMBER 
National Business Equipment Ex- 
position—Memorial Sports Arena, 


Los Angeles, Nov. 1-4. 


12th Annual Serv-A-Show & Indus- 
trial Exhibit—Toledo Civic Audito- 
rium, Toledo, Ohio, November 2-4. 


Air Conditioning & Refrigeration In- 


stitute Exposition—Convention Hall, 
Atlantic City, Nov. 2-5. 


National Technical Conference & Ex- 
hibit—American Production & In- 
ventory Control Society, Sheraton- 
Cadillac Hotel, Detroit, Nov. 2-4. 


Materials Handling Institute’s Cen- 
tral States Show—Kentucky Fair & 
Exposition Center, Ky., 
Nov. 8-10. 


Louisville, 


First National Die Casting Exposition 
& Congress—Detroit Artillery Ar- 
mory, Detroit, Mich., Nov. 8-11. 


Office Buyers Conference—NAPA 
Office Buyers Group, The University 
Club, Boston, Mass., Nov. 16-17. 


National Association of Oil Equip- 


September 19, 1960 


a 


P-K Tapits actually dri// their 
way into light gage sheets 
when driven with a power 
driver! You eliminate hole drilling or 
punching with this newest idea in 
tapping screws from Parker-Kalon... 
speed sheet metal assemblies up to 50% 

What's more, P-K Tapits have a 
serrated washer, integral with the head, 
that minimizes stripping, by acting 
as a built-in brake. 

Production line tests with millions 
of P-K Tapits prove these advantages 
you get with no other screw: 


Unique drill point—Tapits start drilling immediately! 
The cuneiform (pyramid-type) point prevents walking, 


skidding or creeping! 


TEST P-K TAPITS FOR YOURSELF! 


Purchasing Week 


ASK YOUR 


ee, 


dont punch! 
dont 


drill! ~ 


2 


driver socket. 


Uniform Hex Head—Same size hex 
head on the entire range of Tapits from 
#6 to #10 means you need only one size 


Properly hardened— 
controlled hardening and tempering process results 
in a uniformly hardened screw with a tough core. 


USE P-K’S MAGNETIC DRIVER SOCKET FOR POWER DRIVING! 
You need only one size driver socket to drive any P-K Tapits! 

Get the P-K driver socket with a strong Ainico magnet 

that firmly holds the Tapits. Fits any ‘4 driver with adjustable 
clutch, Socket can be refaced to extend life. 


’ PARKER-KALON 


originator of the tapping screw 
PARKER-KALON, a division of General American Transportation 
Corporation, Clifton, New Jersey. Offices and warehouses 


real self-drilling screw! 


Sharp corners, well-filled 


driving faces reduce socket wear. 


Advanced washer design—the serrated 
washer scientifically distributes driving stresses 


. minimizes stripping. 


Sharp-crested threads—Holes drilled by 
P-K Tapits are exactly root diameter. Tapits hold far 
better because thread in engagement material 


mates perfectly. 


P-K's exclusive laboratory- 


in Chicago and Los Angeles. 


PITS 


DISTRIBUTOR FOR FREE SAMPLES 
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y Nhe maze of color you see on this and the next three pages is a 
modern picture of yourself as a decision-expediter. 
Specifically, these charts are samples from a huge new study of 
buying influences which for the first time: 


© Impartially shows where you fit into the general pattern. In this 
survey when a participant voted for himself, that vote was thrown 
out. His status is based solely on the estimates of his fellow 
executives. 

@ Shows your role in OEM (end product) purchases on the initial 
and subsequent go-rounds. To phrase it another way: How 
long does the designer of a product control the purchase of its 
ingredients? (Answer: Generally he relinquishes much of the 
control to the P. A. after the first purchase.) 


Purchasing, management, maintenance, production, research and 
design executives frem 942 plants participated in this study now 


BEARINGS: MRO Purchases 


PHASE OF PURCHASE 


SPECIFY OR RECOMMEND TYPE RECOMMEND MANUFACTURER BY NAME SELECT MANUFACTURER BY NAME 


Management i 4%. 4% 


Purchasing ” 23 


Production 26 19 


Maintenance 6 63 


How Your Fellow 
Your Department s 


being issued under the aegis of PURCHASING WEEK. The survey 
itself was conducted by the McGraw-Hill Research Dept. which had 
complete control of sample, techniques, and formulation of results. 

Basically, the idea was to find out what influences are at work— 
and when and how much—in a buying decision. 

The results make it clear that the procedure invariably involves 
several executives, but that their buying roles change in each of the 26 
product groups studied. Moreover, during any single buying decision, 
there are shifts in influence as the purchase progresses from one phase 
to another. One of the researchers colorfully puts it this way: 

“You have to imagine a waltz in which the partners keep switching 
around. Take MRO purchases of bearings, for example. When the 
waltz starts, the two main partners are Production and Maintenance 
who draw up the specs. Now the tune changes; manufacturers have 
to be recommended by name. In this phase, Purchasing and Mainte- 
nance team up in the spotlight. Finally, the specific supplier or 


BEARINGS: OEM Purchases 


PHASE OF PURCHASE 


SPECIFY OR RECOMMEND TYPE RECOMMEND MANUFACTURER BY NAME SELECT MANUFACTURER BY NAME 


1 First purchase MB Subsequent purchese 


Management 


Purchasing 
Production 
Maintenance 


Design 


POWER TRANS - 


POWER TRANS - 


} 
* MRO Purchases | 


| 


MISSION EQOQPT.: 


PHASE OF PURCHASE 


RECOMMEND MANUFACTURER BY NAME SELECT MANUFACTURER BY NAME 


SPECIFY OR RECOMMEND TYPE 


Production 


Maintenance 


Gears, V-Belts, etc. 


Purchasing Week 


MISSION EQPT.:*© CEM Purchases 


PHASE OF PURCHASE 


SELECT MANUFACTURER BY NAME 


Management 
Purchasing 


Production 


Maintenance 


Design 


* 
Geors, V-Belts, etc. 
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Executives Rate 


Buying Influence 


suppliers have to be selected. Here Purchasing turns in the star 
performance, with Maintenance lending an assist. 

“Every product and every phase of purchase have their own steps 
and patterns.” 

While it is evident from the study that buying influences and buying 
decisions are far from one-man affairs, you nevertheless can see a 
definable image of the P. A. through it all. What makes this image 
even more indelible is that it matches up closely with a picture that 
emerged from the “London Study” in Canada about a year ago “How 
Industry Buys,” sponsored by the Business Newspapers Assn. of 
Canada and the Toronto, Hamilton, and Montreal chapters of the 
] National Industrial Advertisers Assn. 
| In the “London Study” (so called because the research was con- 

ducted by the University of Western Ontario in London, Ont.) the 

4 P. A. frequently was depicted in a major “middleman role.” In this 
capacity, he expedites buying decisions along their entire course. 
“In the great majority of instances,” the study says, “the purchasing 


FRACTIONAL 


H.P. MOTORS: MRO Purchases 


PHASE OF PURCHASE | 


SPECIFY OR RECOMMEND TYPE RECOMMEND MANUFACTURER BY NAME SELECT MANUFACTURER BY NAME 
Management Hi7~ 5% 1% 
Purchasing 32 51 
Production "7 "1 
Maintenance 58 36 


FASTENERS: MRO Purchases 


PHASE OF PURCHASE 


SPECIFY OR RECOMMEND TYPE RECOMMEND MANUFACTURER BY NAME SELECT MANUFACTURER BY NAME 
Management i 7% 4% 4% 
Purchasing 2B 39 57 
Production 37 20 13 
Maintenance 54 33 21 
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Purchasing Week 


agent’s opinion was respected and valued, particularly in the areas of 
selection of potential suppliers and product availability.” 

So, too, in the new PURCHASING WEEK study (entitled “Sur- 
vey of Buying Influence Patterns”. You get the convincing impression 
that the P. A. is the company’s trusted buying consultant from the 
very inception of a purchasing procedure to its eventual completion— 
an experience-information-advice reservoir. 

While the P. A.’s influence thus is pervasive, it shows up more 
emphatically in some areas than in others. The following generalizations 
will give the broad pattern: 

1. The P. A.’s influence is least important—although always present 
—in drawing up specifications. 

2. It grows appreciably when the buying team starts throwing 
suppliers’ names into the pot. 

3. It is highest—and often just about decisive—when it comes to 
naming and dealing with the actual sources of supply. 

(Continued on page 36) 


FRACTIONAL : 
H.P. MOTORS: OEM Purchases 


PHASE OF PURCHASE 


SPECIFY OR RECOMMEND TYPE RECOMMEND MANUFACTURER BY NAME SELECT MANUFACTURER BY NAME 
WH First porchose BB Subsequent purchase 


Management 

Purchasing 
Production 

Maintenance 


Design 


FASTENERS: OEM Purchases 


PHASE OF PURCHASE 


SPECIFY OR RECOMMEND TYPE 


SELECT MANUFACTURER BY NAME 


Management 9% 


Purchasing 25 
Production 2 
Maintenance 92 


Design 


wine 


HAND TOOLS: MRO Purchases pltipasiacppdetasegregse MRO Purchases _ 
POWER TOOLS: 


_—_—__— | : ie an 


PHASE OF PURCHASE PHASE OF PURCHASE 


‘ TYPE €C( FACTURER BY SELECT MANUFACTURER BY NAME 
SPEGFY OR RECOMMEND TYPE RECOMMEND MANUFACTURER BY NAME SELECT MANUFACTURER BY NAME | SPECIFY OR RECOMMEND TYP) RECOMMEND MANUFACTURER BY NAME 
Management | i . a. q 8° 
| 
Purchasing Pea 7 be See 31 48 
1 28 
| Maintenance 38 4 


Management 12% 


Purchasing 19 
Production 


Maintenance 


pene 
| 


+ Continued from page 35 
LIFT TRUCKS: MRO Purchases 


ae New Research on 


SPECIFY OR RECOMMEND TYPE RECOMMEND MANUFACTURER BY NAME SELECT MANUFACTURER BY NAME 


Management 25% 


28 


Purchasing 

4. The P.A. invariably takes over the reins from the design engineer 
or research executive on subsequent purchases of OEM goods. 

As for the P. A.’s principal partners in the buying “waltz,” you 
could generalize thus: 

|. In maintenance, repair, and operating supply purchases (MRO), 
| Maintenance and Production executives show up most often as the 
P. A.’s dominant teammates. 

2. In OEM (items for end products) it’s the Design and Research 
experts. 

3. In MFM (materials and parts for manufacture—such as chemicals, 
metals, plastics) the Design Engineer once again steps up. /ncidentally 
the charts in chemicals and plastics cover metal fabricating industries 
be * only. 

. LAMPS: MRO Purchases 4. In office equipment, it’s the Management man. 
er Purchasing experts and observers who have read the new study have 
a series of interesting comments on its findings. 

Says one: “We’ve known, of course, for a long time that the day 

of the purchasing ‘clerk’ was over. This study once more points up 


Production 


Maintenance 


— 


PHASE OF PURCHASE 


aii techn ee eee that a new kind of executive is in the making. 
Management - “But what’s really heartening is that—in the estimation of his 
colleagues—this new type is viewed as a true friend, not as a greedy foe. 
Purchasing oe The P. A.’s simply could not have accumulated so many ballots if 
rredtian . they were regarded as threats and nuisances. I hope they will con- 
tinue to have the great good sense to keep on cultivating these business 
Maintenance 23 comradeships.” 


The PURCHASING WEEK study, as it now stands, includes data 
on the following categories: 
* Bearings, business machines, chemicals for manufacture, cutting 
tools, electrical controls, electric motors (1 hp and up), electric wire- 
cable-conduit, electronic components, fabricated parts and assemblies, 
fasteners, fractional hp motors, grinding wheels, hand tools, hoists and 
slings, industrial power trucks, lamps, metals for manufacture, office 


SHIPPING SAFETY 
CONTAINERS: MRO Purchases PRODUCTS: MRO Purchases 
PHASE OF PURCHASE PHASE OF PURCHASE 
SPECIFY OR RECOMMEND TYPE RECOMMEND MANUFACTURER BY NAME SELECT MANUFACTURER BY NAME SPECIFY OR RECOMMEND TYPE RECOMMEND MANUFACTURER BY NAME SELECT MANUFACTURER BY NAME 


Management 14% Management 31% 


Purchasing 16 Purchasing 


Production 7 | Production 


Maintenance 1 Maintenance 
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PLASTICS: MFM Purchases 


PHASE OF PURCHASE 


SPECIFY OR RECOMMEND TYPE RECOMMEND MANUFACTURER BY NAME SELECT MANUFACTURER BY NAME 


© fest purchase GB subsequent purchase 


Management 
Purchasing 
Production 

Maintenance 


Design 


Buying Influences 


furniture, packaging material, pipe-valves-fittings, plastics for manu- 
facture, portable power tools, power transmission equipment, pumps, 
safety products, and shipping containers. 

Additions to the study are planned for the future to give the work 
a continuing aspect. 


Obtaining the Data 


Here’s how the data were obtained: 7,500 questionnaires were 
divided equally among two groups 1) metal fabricating plants with 100 
or more employees, and 2) other manufacturing industries such as 
chemicals, food processing, etc. Recipients were presidents or general 
managers, purchasing agents, plant managers, design engineers, plant 
or maintenance engineers, directors of research or chief chemists. 

Whenever a respondent voted for himself, that vote was not counted. 
In short, no P. A. or management man or engineer was allowed to 
boost his own stock; he could only estimate the buying influence of 
his colleagues. 

The Canadian “London Study” is more of a descriptive, “depth job.” 
It consists of a detailed study of about 110 purchases in 36 companies 
of small, medium, and large size. 


Professors Supervised Work 


Three professors of Business Administration—Donald H. Thain, 
Charles B. Johnston, and David S. R. Leighton—supervised the work, 
which eventually wound up in a 275-page book. Inasmuch as the 
personal-interview technique was used, the researchers were able to 
come up with a series of incisive, fascinating case histories, plus a wealth 
of sharp insights into the buying process, which make worth-while 
reading. 

Result: The Canadian P. A.—like his U.S. counterpart—is fast 
losing the “clerk” label and gaining recognition as a key member of 
the decision-making team. 


f CHEMICALS: 


PHASE OF PURCHASE 


SPECIFY OR RECOMMEND TYPE RECOMMEND MANUFACTURER BY NAME 


SELECT MANUFACTURER BY NAME 
Furst purchase e Subsequent purchase 


Management 12% 
Purchasing 22 
Production 4 


Maintenance §3 


Design 82 


MEM Purchases 


| 
| 


| 
| 
| 
| 


PHASE OF PURCHASE 


SPECIFY OR RECOMMEND TYPE RECOMMEND MANUFACTURER BY NAME SELECT MANUFACTURER BY NAME 


DD fist purchase 7 Subsequent purchase 


Management 
Purchasing 
Production 

Maintenance 


Design 


ABRICATED AS- 
EMBLIES ,. PARTS: 


MEM Purchases 


PHASE OF PURCHASE 


SPECIFY OR RECOMMEND TYPE 


RECOMMEND MANUFACTURER BY NAME SELECT MANUFACTURER BY NAME 


@ first purchese MB Sub-equent purchese 


Management 
Purchasing 
Production 

Maintenance 


Design 


OFFICE FURNITURE Purchases 


BUSINESS MACHINE Purchases 


PHASE OF PURCHASE 


SELECT MANUFACTURER BY NAME 


SPECIFY OR RECOMMEND TYPE RECOMMEND MANUFACTURER BY NAME 


Management "u% 50% 
Purchasing 37 “8 
8 4 
4 4 


Production 


Maintenance 


PHASE OF PURCHASE 


SPECIFY OR RECOMMEND TYPE RECOMMEND MANUFACTURER BY NAME SELECT MANUFACTURER BY NAME 


Management 62% 56% 
Purchasing 51 


Production i 7 


Maintenance 2 
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NAPA District 8 Will Pick Top P.A. Members 


Albany, N. Y.—A _ service 
award, panel discussions, and a 
products exhibit will highlight the 
NAPA District 8 Purchasing 
Conference here Oct. 19-21. 

The Harry L. Erlicher Award 
for outstanding service will be 
given to a member of one of the 
district’s purchasing agents as- 
sociations. This is the first pres- 
entation of the honor. 

Each year the district activi- 
ties committee will select for the 
award a purchasing agent “who 
by precept, example, and out- 
standing service has contributed 
to the advancement of purchas- 
ing within the district.” 

First of the panel discussions 
on the three-day program agenda 
is “Data Processing for Purchas- 
ing,” with John F. Snedeker, 
Binney & Smith, Inc.; New York, 
as chairman. This will be broken 
down into “Data Processing— 
For Beginners” and “Data Proc- 
essing—Where Do We Go From 
Here?” (for those already using 
or developing automated purchas- 
ing systems). 


“Professional Development” 


Compacts Present 
Headache to Cops, 
State P.A.s Find 


Kennebunkeport, Me.— The 
trend toward smaller cars has 
given some state officials a head- 
ache—literally—and state pur- 
chasing agents have acted to ease 
the pain. 

The National Association of 
State Purchasing Officials adopted 
a resolution requesting automo- 
bile manufacturers “to provide 
modifications in the interior de- 
sign of autos used for law en- 
forcement purposes,” at the 
group’s 15th annual conference 
held here Sept 7-10. 

Behind the move is the fact 
that smaller car interiors pre- 
vent state troopers and other 
Officers from wearing hats while 
on patrol. The uncovered condi- 
tion violates rules of many states 
requiring officers to be “properly 
uniformed”—hat wearers—when 
making an arrest. 

In other actions, the associa- 
tion: 

®@ Opposed _ state 
buying. 

®@Voted to cooperate with 
U.S. and state trust busters on 
the problem of identical bidding. 

The conference went on record 
as saying that the policy of “in- 
state preference in governmental 
purchasing is detrimental to the 
best interests of state purchasing 
policies and broader economic 
interests of our society.” 

The group’s committee on 
competition in governmental pur- 
chasing was " 


preference 


directed to “co- 
operate with the Antitrust Divi- 
sion of the U.S. Dept. of justice 
and the Antitrust Committee of 
the National Association of 
Attorneys General in taking such 
steps as may be necessary to 
eliminate or combat collusion 
and price-fixing among suppliers 
of state needs.” 

The state purchasing officials 
elected Franklin L. Pierce, direc- 
tor of purchases for the state of 
Tennessee, as president of the 
organization. 

Francis E. Brooks, Carson 
City, Nev., was elected vice- 
president of the association. 


and “Purchasing’s Target—a 
Proven Program to _ Increase 
Profits” are scheduled for the 
other two panel sessions. 

The keynote address, “In the 
Hollow of Our Hands,” will be 
given by Marcus M. Chapman, 
United States Steel Corp., Pitts- 
burgh. Benjamin F. Stacey, First 
National Bank, Boston, will dis- 
cuss “The Road Ahead.” 

Irving Lipkowitz, Reynolds 
Metals Co., New York, will tackle 
“World Trade—Foreign Versus 
Domestic Purchasing,” and 
Harry J. Moore, International 


Business Machines Corp., New 
York, will speak on “Purchasing 
Management—Men, Money and 
Material.” 

NAPA President, Paisley 
Boney, J. P. Stevens & Co., Inc., 
Greensboro, N. C., also will ad- 
dress the group. 

Plans for the products exhibit 
are proceeding. As of last week 
the committee reported there 
were still openings for eight more 
exhibitors. Those _ interested 
should contact Mark B. Patton, 


Waterbury, Conn. — Chase 
Brass & Copper Co., a sub- 
sidiary of Kennecott Copper 
Corp., has developed and plans 
to market an improved weather- 
strip bronze material. 

The new material is the re- 
sult of extensive metallurgical 
research, production experience, 
and concentrated quality control 
effort in Chase mills during 
the past year. 

A Chase spokesman said the 
weatherstrip material is free of 
waves and buckles, and unrolls 


Chase Develops New Weatherstrip | 


terial contain no scallops or stria- 
tions. 

Color uniformity and the ab- 
sence of stains and discolora- 
tions from one end of a coil to 
the other, and from coil to coil, 
are other important features of 
the new product, he said. This 
quality is achieved with modern 
rolling, pickling, and annealing 


equipment. 
Additional information con- 
cerning Chase  weatherstrip 


bronze is available from any of 
the 27 Chase Warehouses and 


Jr., Behr-Manning 


i 4 


Co., Troy,|flat for easy feeding and roll-| sales 
Surfaces of 


forming. 


offices or directly from 
ma-|Chase Brass & Copper Co. 


Are You 
Passing Up 
$29 to 


$87 


Per Ton 


Enjoy These Spectacular Savings 
with Bliss & Laughlin’s Exclusive 
Strain-Tempered’ Alloy Steel Bars! 


Do you buy or specify heat 
treated alloy cold finished steel 
You’can save $29 to $87 per 
ton by substituting Bliss & 
La in’s Strain-Tempered Alloy. 
t’s a savings on material 
cost alone of 10% to 25%, with- 
out sacrificing the properties 
wanted most. 
= cepeedlinan ten parte pee 
too, de ing on parts you 
make from heat treated alloy bars. 
Machining faster with 
less tool wear. Up to 30% better 
machinability is common 
experience. 
eat treatment costs on finished 
parts are inated. 
Straightening costs are avoided. 
There are no distortion problems 
with Strain-Tempered Alloy Bars. 


Pay only for properties needed 
Strain-Tempered Alloy Bars 
pee Renn iors ge al 
fatigue strength and hardness as 
heat treated alloy bars with $29 
to $87 less cost per ton. For 


ay 


% , ra 
‘\ af 


example, in the ae most 
commonly specified for heat 
treated alloy bars, Strain- 
Tem 4140 and 5150 are pro- 
duced in all sizes of rounds through 
3%" to the following minimum 
specifications: 


Yield Strength........ 105,000 psi Min. 
Elongation in 2”............ ue Min 
Reduction of Area.......... Min. 
es Seer 269/321 
As can be seen, for 10% to 25% 
less cost, Strain-Tem 


Bars meet all ical properties 
most frequently ified. 
Strain-Tem 4140 is also 
available with the following 
mechanical properties: 
Tensile Strength... . .. 145,000 psi Min. 
ieahiee 125,000 psi Min. 
Reduction of Area.......... 
Scobie vi + cbbko omen be 286/321 
Higher tensile strength 


need. 
& Laughlin’s Strain-Tempered 
Alloy 


Machinability improved 
up to 30% 
Strain-Tempered Alloy Bars 
ine up to 30% better than 
heat treated alloys of the same 
hardness i. ing leaded 


Comparative tests in Bliss & 

cacy show Strats T eel dais 
-Tem 

Bars machine with up to one- 


Vii7 | . 
a, 


Qi 


Dayton Industrial Show 


Dayton, Ohio — The Dayton 
Purchasing Agents Assn.’s annual 
Miami Valley Industrial Show 
will be held Oct. 6-18 at the 
Montgomery County Fairgrounds 
Coliseum. 

Howard W. Perrin, Buckeye 
Tools Corp., exhibit committee 
chairman, said more than 100 
firms are expected to exhibit 


products they manufacture or 
distribute. 

The show is aimed at pro- 
moting Miami Valley industries 
and admission will be by invita- 
tion only. Invitations are being 
extended to key industry and 
supply personnel in the area. 


gee . sa a tance ’ 
NEW VALUE ANALYSIS BOOKLET gets attention of E. S. Page (left), Olin 
Mathieson Chemical, VASCO committee chairman, and G. C. Fordyce, 
American Cyanamid, president, of New York P.A. Assn. 


New York—For the P.A. in- 
terested in improving his com- 
pany’s profit picture, a new aid 
is available from the NAPA. 

Off the presses, ready for dis- 


NAPA Releases Handy New Manual 
On Improving Profits Through VA 


(1) Purchasing management of 
companies who do not have 
active value analysis programs. 

(2) Newcomers to the purchas 
ing profession. 


tribution, is the association’s 27- 
page booklet, “Value Analysis— 
An Aid for the Buyer.” 

Presented in a non-technical 
style, this manual is aimed at 
providing a quick, concise, yet 
complete review of value anal- 
ysis. It was designed primarily 
to meet the needs of: 


(3) Purchasing agents and buy- 
ers in small and medium-sized 
companies. 


Value Analysis 
Among the definitions given, 
value analysis is classified as 
“the bridge between ‘what’ to 
buy and ‘how’ to buy it.” Value 


third less power consumption, 
show better chip 
cooler 
ger tool life 
alloys at equal 
Available in all finishes 
Strain-Tempered Alloy Bars are 
available with these finishes: 
Cold Drawn 


and assure 
heat treated 


Less lead time required 
Lead time is substantially less 
than uired for regular heat 
treated alloy bars. This is another 
big advantage of specifying Strain- 
Tempered Alloy Bars. Strain- 
Tempered Alloy Bars are usually 
to customers’ spec- 
ifications. However, some of the 

commonly used 


most grades 
popular sizes will soon be available 
at Steel Service Centers, which 


have stocked Strain-Tempered 

Carbon Bars for years. 

What are Strain-Tempered Bars? 

Strain-Tempered Alloy Bars are 
ufactured 


naces assures maximum uni- 
fi minimum distortion. 


& Laughlin’s Strain-Tempered 
production. 


: 
H 
3 
: 


material and proneeson, —. 
Contact your nearest Bliss 
Laughlin ccles office or mill today. 


SAVES 
$64/TON 


TRUCK BODY PIN 
2%" 
treated, stress relieved, 
269/321 Brinell. Strain- 
Tempered 5150 saves $64.00 
per ton. 


analysis, the booklet emphasizes, 
belongs in the purchasing man’s 
bailiwick because of “his inti- 
mate, detailed and up-to-date 
knowledge of markets and com- 
petition.” 

The first step in value analysis 
process is determining the func- 
tion, the manual points out. 
After true function has been 
determined succeeding steps do 
not follow a rigid pattern. How- 
ever, the manual states, there is 


round 4140 heat 


SAVES 
$49/TON 


WINCH SHAFT 


1%” round 5150 heat 
treated, stress relieved, 
Drawn, Ground and Pol- 
ished, 262/311 Brinell. 
Strain-Tempered 5150 
reduces material costs $49.00 
per ton. 


no substitute for the individual 
buyer “applying value analysis 
to each requisition as it comes 
across his desk. This will always 
be the foundation upon which 
a value analysis structure can 
be successfully erected.” 


Copies Available 


The manual was prepared by 
the NAPA’s Development Com- 


SAVES 


MACHINERY SHAFT 


234” round 4140 leaded, heat 
treated, stress relieved, 
269/321 Brinell. Strain- 
$87/TON Tempered 5150 saves $87.00 


mittee on Value Analysis and the 
National Committee on Value 
Analysis Standardization. Dis- 
tribution is limited to NAPA 
members. There is no charge for 
copies, however if NAPA mem- 
bers want additional copies for 
their management or other com- 
pany personnel these are avail- 
able at $1 each. Address requests 
to: National Association of Pur- 


SAVES 
$49/TON 


chasing Agents, 11 Park Place, 
New York 7, N.Y. 


STUD eee 
1%" round 4140 heat Association 
treated, stress relieved, ° ° 
240/283 Brinell. Strain- News in Brief 
Tempered 4140 cuts $49.00 Arkansas 


per ton from material costs. 


Pine Bluff, Ark.—Members of 
the Purchasing Agents Assn. of 


SAVES 
$29/TON 


CHROME PLATED 
HYDRAULIC PISTON ROD 


2.252/2.258”" round 4140 
heat treated, 269/321 


Brinell. Strain-Tempered 
4140 lowers costs $29.00 per 


ton. 


Arkansas made a tour of the 
Central Transformer Corp. fa- 
cilities here at the invitation of 
H. L. Caldwell, the firm’s pur- 
chasing manager. 

Purchasing agents divided into 
small groups for a look at the 
firm’s transformer manufacture 
operation. Plant supervisors 
acted as guides. 


SAVES 
Added Costs 


Specialists in Finish, Accuracy, Straightness, Strength and Machinability 


BLISS & LAUGHLIN ; 


GENERAL OFFICES: Horvey, i. * MILLS: Harvey, Detroit, Buffalo, Los Angeles, Seattle, Mansfield, Mass. 


MACHINE TOOL SHAFT 


1%” round 4140 annealed 
and cold drawn, then heat 


Erie 
Erie, Pa.—The Erie Purchas- 


ing Agents Assn. may soon set 
up scholarship funds. 
Ww. 


: L. Thayer purchasing 
—s ts ad = og Mee agent, Autoclave Engineers, na- 
mane ae caneaecal “4 tional director for the Erie 
empere saves e 


cost of heat treatment and 
straightening. 


group, and H. C. Weber, pur- 
chasing agent, Hammermill Pa- 
per Co., senior director, have 
been appointed as a committee 
of two to investigate establish- 
ment of such a fund. 


Leading 
Independent 
Producer of Cold 
Finished Stee! Bars 


Hospital 
San Francisco—Clarke Tay- 
lor, purchasing agent for Mount 
Zion Hospital, has been elected 
president of the National Hos- 
pital Purchasing agents. He has 
served 15 years in his field. 


Automotive 
Perspective 


This column inaugurates a series on the 1961 model cars with fleet 
potential. Next week: Ford, Falcon, Comet, Tempest, and Studebaker. 


Chrysler Corp. has quietly but effectively put muscles into its fleet sales 
organization. A full-time fleet specialist now is posted in each of the corpora- 
tion’s regional sales offices, and production—particularly of the compacts—has 
been upped to a point where hard-bargaining fleet buyers are welcomed. 

New Chrysler products are as modern as anything on the road; but their 
features—such as torsion-bar front suspension, unitized bodies and a six- 
cylinder engine that is the industry’s next to newest—have been proved in 
nearly a billion miles of owner driving. In other words, there is not much 
that is new mechanically. 

Chrysler offers most every type of fleet vehicle, ranging from the compact 
Valiant to the VIP-carrying Imperial. In between, there is Dodge’s new 
Lancer, a nicely restyled Dart, and a finless Plymouth. 

Engines available satisfy such diverse needs as door-to-door delivery and 
police patrol. A Dodge Dart truck introduces a large measure of passenger car 
styling and comfort to the commercial field. 


The Dodge Lancer 

Although this is a new nameplate, the car is closely akin to its cousin Valiant. 
It is 5 in. longer and 2 in. wider, and uses the same basic unitized body shell. 
The extra length is occupied by a bulkier radiator grill. 

Interior dimensions come close to those normally offered by standard-size 
cars in what used to be called the low-priced field. Leg room in the front seat 
is 42.8 in., compared with the 45.1 enjoyed by Plymouth drivers. 

Head room for all practical purposes is the same—the 38-in. figure being 
adequate for a six-foot driver if he removes his hat. As for trunk space, 24.9 
cubic feet of samples or luggage can be crammed into a trunk that is unique 
for its flat floor; the spare tire is carried in a compartment below the trunk. 

Standard engine is a 170-cu. in. displacement, six-cylinder 101-hp unit 
mounted at a 30-degree angle to clear the low hood. Careful drivers should 
have no trouble in averaging 25 mpg on a business trip and perhaps even 
more at moderate turnpike speeds. The optional automatic transmission costs 
one mile per gal. in economy, but might pay back the difference in high 
resale value. 

The Lancer shares with other Chrysler products an alternator that produces, 
even at idle, more current than the conventional generator. It weighs about 
30% less, and should last the life of the car as it has no brushes to wear out. 
Power steering and brakes are optional, but not really needed. 

Summary: Engine—Available in 6-cyl only with power plant described 
above standard equipment. A 225-cu. in. 145-hp slant six is optional. Gaso- 
line—regular. Tires—6.50 x 13. 

Price—To be announced but estimated at about $2,000.* 


The Valiant 

It takes an expert to distinguish the new Valiant from the first, and in this 
lies a question for fleet owners. The industry is using compacts to test whether 
or not the public is tired of the annual model change. Corvairs, Falcons, and 
Comets too are practically unchanged for the coming year. No one knows yet 
if the idea will work, but if it should, a decision on replacement can be based 
on wear rather than obsolescence. 

Both Valiant and Lancer are now available in two-door form, although 
Harry E. Chesebrough, general manager of the Plymouth-DeSoto-Valiant Div., 
warns that fleet owners should carefully weigh past concepts of utility against 
the ultimate resale value of the vehicle. Put another way, a deluxe 4-door 
sedan might prove a better investment than an austere 2-door. Automatic 
transmission, radios, and perhaps one or more power assists are considered 
“musts” on used car lots. 

Experimentally minded fleet owners can contact the factory to “test” an as 
yet secret version of the slant-six engine that is made of aluminum. Thousands 
of these will be made in the next few months, but official introduction to the 

(Turn to page 47) 
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Tape Converter 
Handles 4 Channels 


Code converter translates 
5. 6, 7, or 8-channel code 
systems, one to the other, for 
use in different but allied 
equipment. Integrates tape 
handling for address plate 
embossing, computer input, 
or machine tool control. Han- 
dies tape widths of 4} in., % 
in., and 1 in. 

Price: $3,325, or $195 per 
month lease. Delivery: ap- 
prox. 3 mo. 

Friden, Inc., 421 Uni- 
versity Ave., Rochester 7, 
N. Y. (PW, 9/19/60) 


Calculator 
Manually Operated 


Ten-key calculator adds, 
subtracts, multiplies, and di- 
vides. The unit is manually 
operated with an actuating 
bar, instead of a handle, for 
higher speed. The capacity 
of the calculator, which 
weighs just 6 Ib., is 10 digits 
entered, 11 total. 

Price: $125. Delivery: 
immediate. 

Bohn Duplicator Co., 444 
Park Ave. S., New York 16, 
N. Y. (PW, 9/19/60) 


Welder 


For Economy Use 


Welder, with an open cir- 
cuit voltage for excellent 
starting with any a-c stabi- 
lized electrode, is designed 
for economical use in trans- 
portation, construction, and 
heavy fabrication. work. The 
device runs on 230/460 v. 
(primary), and is rated at 
500 amp. 

Price: $300. Delivery: 
immediate to 30 days. 

Westinghouse Electric 
Corp., WEST-ING-ARC 
Dept., P.O. Box 2025, Buf- 
falo, N. Y. (PW, 9/19/60) 


Limit switch 
Installs Easily 


Limit switch installs easily 
at hard-to-reach locations on 
general machinery and con- 
veyor systems. The device is 
available in two extension 
forms: an adjustable (22 in. 
to 5 in.) radius roller lever 
or an extended arm lever, 
with operating radius of 
10% in. 

Price: $24 to $27. De- 
livery: 2 to 4 wk. 


Rd., Schenectady 5, N. Y. 
(PW, 9/19/60) 
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New Products 


Vibratory Polisher 
Handles 20 Samples 


Vibratory polisher handles 
metal samples for micro- 
scopic examination. The unit 
can polish 20 samples of dif- 
ferent metals simultaneously. 
The device works automatic- 
ally, and has a transparent 
plastic shield to guard against 
dirt. 

Price: 
immediate. 

Fisher Scientific Co., 389 
Fisher Bidg., Pittsburgh 19, 
Pa. (PW, 9/19/60) 


$850. Delivery: 


Tractor 
Highly Maneuverable 


Tractor has an_ ultimate 
drawbar pull of 550 lb., and 
a rolling load capacity of 
10,000 Ib., to haul trailer- 
trains in plant or warehouse. 
Tractor is just 27% in. wide 
and 46% in. long, for high 
maneuverability. Unit has 
squeeze-type grips for ac- 
celeration and braking. 

Price: $1,200 to $1,500. 
Delivery: 4 wk. 

Barrett-Cravens Co., 628 
Dundee Rd., Northbrook, 
Ill. (PW, 9/19/60) 


Release Pins 
Withstand Vibration 


Release pins serve in quick- 
connect, quick-disconnect ap- 
plications as clevis, chain 
and anchor shackle, safety- 
lock, or shear-load pins. The 
devices come in. stainless 
steel in sizes from % in. 
up., and are recommended to 
withstand vibration. 

Price: 49¢ to $3.95. De- 
livery: immediate. 

Waldick Engineering Co., 
P. O. Box 398 Huntington 
Sta., Long Island, N. Y. (PW, 
9/19/60) 


Purchasing Week Definition 


Numerical Control (Part II) 


@ Flip-flop. A device or circuit 
which has 2 stable states. It remains in 
either state until a signal directs it to 
change to the other one. 

@ Nixie light. A glow tube device 
that converts a combination of elec- 
trical impulses into a visual number. 

@Open loop. A _ control system 
that does not correct itself when it 
fails to achieve the target value. 

@ Overshoot. Exceeding a target 
value. 

@ Phase shift. The time difference 
between the input and output signal of 
a control unit or system. 


@ Program. The sequence of steps 
a computer or control is to follow to 
solve a particular problem. 


© Proportional control. Control ac- 
tion related to the degree a condition 
under regulation varies from the de- 
sired condition. 


© Sensitivity. Inches per second (or 
per minute) per inch of error arising 
from a velocity error in the position 
regulator of a control system. 


©@ Reset rate. The number of cor- 
rections per minute made by a control 
system. (PW, 9/19/60) 
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Another PURCHASING WEEK service: Price and 
delivery data with each product description. 


—— This Week’s 


Product Perspective 


SEPTEMBER 19-25 


¢ NEW PRODUCTS are hitting the marketplace at the rate of 26 a day— 
but failing at the rate of 23 a day, according to a recent survey by Lippin- 
cott & Margulies, Inc., industrial designers. 


How can the costly experience of this alarmingly high incidence of 
product failure be avoided? Research is the answer the designers suggest. 
The primary areas where more information is a must are in product develop- 
ment research; market, media, and copy research; and design research. 


Under the heading of design research, L&M< lists a number of consumer 
reactions to the design of packages, products, and trademarks. These observa- 
tions, gleaned from the company’s experience over the last few years with 
the relatively new concept of design research, can be useful to new product 
planners and marketers: 


@ CONSUMER RESPONSES to design, though not rational, are never- 
theless predictable. 


A recent survey of U. S. consumer tastes revealed that social class can 
be correlated with personality and design preference. Groups characterized 
as “upper class” prefer “controlled” design, made up of abstract, intellectual, 
and sophisticated features. “Upper lower class” respondents prefer “ex- 
pressive” design with features that are bold, jazzy, and colorful. 


However, a common denominator of design emerged that will work well 
among all groups. This “all-purpose” design is described as “sentimental- 
ized.” It makes use of literal symbols, believable illustrations, nostalgia, and 
romanticism—design elements that are highly realistic and leave no doubt 
as to what the emotional response of the viewer will be. 


Thus, for the manufacturer interested in a broad mass market, sentimental- 
ized design probably represents the most effective approach. 


@ IN SPITE OF the fact that consumer design preferences are not rationally 
arrived at, the consumer strives to explain them on rational grounds. 


It appears that the reasons consumer give as to why they prefer one 
design over another, are not the real reasons for preference, but are attempts 
to justify preference after the fact. It is, therefore, important to give the 
consumer something he can use to help justify, or rationalize his choice. 
In packaging, this means that informational copy on packages or labels 
becomes very important not just because of its inherent informational value, 
but because it supplies the consumer with additional “justifiers.” 


@ The consumer can—and does—react to a given design, but is almost 
totally inarticulate when it comes to talking about design in the abstract. 


The consumer cannot describe what kind of design he would like to have. 
When asked to do so, even the most articulate run aground on the rocks 
of such verbal cliches as “nice,” “bright,” “good looking.” To get meaningful 
responses, the consumer must be presented with a set of design alternatives in 
the form of mock-ups of products, dummies of packages, etc. Once he has 
something concrete to sink his mental teeth in, the consumer can then make 
a valid choice. 


@ The reaction of consumers towards design tends to support the existing 
realities of the marketplace. 


In design at least, familiarity often seems to breed, not contempt, but 
a kind of “old shoe” affection. Probably in line with today’s attitudes towards 
age and oldness, generally, consumers apparently find it highly distasteful 
to participate in the killing off of an old and familiar design. 


However, (and here is the important thing) hard as it is for consumers to 
vote against an old design while it is still alive, once it is removed from 
the market they will react to the new design with astonishing speed and 
vigor. Research in this area should avoid a direct, laboratory comparison 
between new and old, since invariably the answers will be colored by 
the respondent’s bias toward the familiar. 


@ Consumer reaction to design is influenced by all the brand’s other char- 
acteristics. Package or product design cannot fly solo. Its effectiveness can 
be greatly increased by advertising, publicity, and other marketing messages. 


It is wise to consider a design change of some sort whenever a change 
or improvement is made in the product, the claim of “new” or “improved” 
can be reinforced in no better way than by a visual change that signals this 
fact to the consumer. 
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Air-curing silicone water re- 
pellent provides water and 
weather resistance for leather, 
paper, and paperboard products. 
The material resists oils, greases, 
and alkali salts, and may be ap- 
plied by spraying, brushing, swab- 
bing, or dip and roll coating. The 
repellent requires no heat after 
application. General Electric Co., 
Silicone Products Dept., Water- 
ford, N.Y. 


High-speed small turbine, 
available in wheel diameter 
models from 12 in. to 32 in., is 
rated up to 32,000 hp and 16,000 
rpm. All sizes are designed for 
use at maximum steam conditions 
of 1,500 psig and 950 F. Con- 
ditions to 2,400 psig and 1,050 F 
can be handled in special appli- 
cations. Westinghouse Electric 
Corp., P.O. Box 2099, Pittsburgh. 


Heavy-duty first aid kit has 
boldly-labeled unit-wrapped items 
for quick emergency access. A 
facsimile index on the inside of 
its case lid gives exact location of 
all items along with concise in- 
structions. The kit has integral 
mounting brackets for permanent 
wall installation and a carrying 
handle for portable service. Gen- 
eral Scientific Equipment Co., 
P. O. Box 3038, Philadelphia. 


Impulse steam trap for steam 
lines has strainer and blowdown 
valve combined in one body. De- 
signed for light condensate loads 
at steam pressures from 8 to 600 
psi., the unit requires only two 
connections. The device elimi- 
nates separate strainer and blow- 
down valves and their fittings, and 
offers potential installation sav- 
ings of up to 30%. General Sci- 
entific Co., P. O. Box 3038, Phil- 
adelphia. 


Utility trailer for transporting 
heavy equipment has a capacity 
of 1,000 lb. The trailer accom- 
modates self-propelled tools and 
cars, heavy crates and boxes, ap- 
pliances, and other bulky items. 
It has a non-skid ramp that tilts to 
the ground. The weight of the 
trailer is 520 Ib. Mastercraft 
Trailers, Inc., Middletown, Conn. 


All-wheel drive scraper has 
14 yd. struck capacity and 20 yd. 
heaped S.A.E. rating at 1:1 slope. 
Air assist remote control and full 
power shift allow the operator 
to change speed ranges by a flick 
of his wrist on the selector lever. 
Two hydraulic jacks yield full 90 
deg. steering. Bow, apron, and 
ejector operations run independ. 
ently and hydraulically. Euclid 
Div., General Motors Corp., 
Cleveland 17, Ohio. 
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Calculator Desk 
Adjusts in Height 


Calculator desk features 
rubber grommet for cord 
concealment, center drawer 
with pencil tray and auto- 
matic general lock, and in- 
terchangeable side drawers. 
The unit adjusts in height 
from 29 in. to 30% in., and 
is available in gray, sage, and oe 
2 shades of green. . 

Price: approx. $175. De- 
livery: 2 to 3 wk. 

Western Mfg. Co, 532A N. 

Highland Ave., Aurora, III. 
(PW, 9/19/60) 


Gas Detector 
Uses Balance Principle 


Detector guards against 
gas explosions. Its switches 
activate any type of alarm 
system on change in air 
density due to gas accumula- 
tion. The unit operates on a 
mechanical balance prin- 
ciple, and automatically com- 
pensates for changes in tem- 
perature, humidity, and 
atmospheric pressure. 

Price: $800 to $1,000. De- 
livery: 30 to 60 days. 

Detectogas Instruments, 
Inc., 3110 Eastside, Houston 
6, Tex. (PW, 9/19/60) 
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Phone Volume Control 


Eases Communication 


Phone volume control al- 
lows listener to dial the 
volume he wants. The 2.4 oz. 
unit quickly clips on or off 
a standard telephone. Two 
hearing-aid batteries power 
the device for up to 1,600 
3-minute calls. Unit recom- 
mended for use by hard-of- 
hearing and in noisy areas. 

Price: $49.95. Delivery: 
immediate. 

Multitone of Canada, Ltd., 
130 Merton St., Toronto, 
Ontario, Canada. (PW, 9/ 
19/60) 


Under development and testing for two 
years...now available as the finest discs 
of their type ever made. 

At Norton, product development never ends 

either as a policy of leadership or as a contin- 
uous source of new advantages to industry in 
every type of grinding. 

The latest news-making achievement in Norton 
product development is the B14 resinoid bond for 
disc wheels. 

Development of the B14 bond involved not 
only improvements in bond material but entirely 
new processing. 

It took several years to perfect these changes. 
It also took many months to complete nation- 
wide testing of the new B14 discs, on all types of 
dise grinders — horizontal or vertical spindle, 
single or double — on jobs ranging from snag- 
ging to precision finishing, and on ferrous, non- 
ferrous and non-metallic materials. Also, the 
tests were entirely comparative — not only 
against competitive wheels but against Norton 
discs which were then standard. 

Results of this across-the-board testing are out- 
standing. The new B14 discs have proved beyond 
question their ability to grind more workpieces 
per disc... faster and better, with fewer dressings 

. . and with constant uniformity throughout 
extra long disc life. 

Let new B14 discs bring you proof of better, 
lower cost surfacing. Have your Norton Man, a 
trained Abrasive Engineer, study your require- 
ments and make trial runs of the B14’s you need 
— solid discs or segmental, ALUNDUM* or CRYS- 
TOLON* abrasive. Or get details from your Norton 
Distributor. NORTON COMPANY, General Of- 
fices, Worcester 6, Mass. Plants and distributors 
around the world. 

*Trade-Marks Reg. U.S. Pat. Off. and Foreign Countries 


A few of very many reports 
from Norton customers... 
PROVING B14 DISCS THE BEST 
JoB: Rough grinding iron castings, 3” 
x 2%”, 


REPORT: B14 37 CRYSTOLON wheel 
— 6,000 parts with one dressing. 

st previous disc gave 4,500 parts 
with 4 dressings. 


sos: Surfacing cold rolled steel washers on 
double disc machine. 


REPORT: B14 19 ALUNDUM discs im- 
pressive as best so far, with very even 
wear. 


joB: Through-feed grinding of 52,100 steel 
bearing races. . 


REPORT: B14 ALUNDUM disc very free 
from cutting, clean and cool. Longer life 
than previously used Norton disc. 


jos: Double-dise grinding Alnico magnets. 


REPORT: B14 mixed-abrasive wheel thor- 
oughly approved for new orders. 


JoB: Double-disc grinding abrasive sticks. 


REPORT: B14 37 ALUNDUM disc gave 
improved rate of cut. More abrasive 
sticks per disc-dressing. 


JoB: Rough grinding miscellaneous parts on 
double end machine. 


REPORT: B14 44 ALUNDUM disc per- 
formed better, lasted longer than all 


types. 


ABRASIVES 


W-1991 


75 years of... Making better products...to make your products better 
NORTON PRODUCTS: Abrasives + Grinding Wheels + Machine Tools + Refractories + Electre-Chemicals — BEHR-MANNING DIVISION: Coated Abrasives + Sharpening Stones + Pressure-Sensitive Tapes 
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Tachometer 
Tests Production Equipment 


Portable photoelectric 
tachometer tests grinding 
wheels, lathes, drills, shuttle 
bars, and similar equipment 
on maintenance and produc- 
tion lines. The devices are 
available in three standard 
models to check machinery 
speeds from 100 to 24,000 
rpm. 

Price: $54.50 (without 
batteries). Delivery: 2 to 3 
wk. 

Simonds Worden White 
Co., 1101 Negley PI, Dayton 
7, Ohio. (PW, 9/19/60) 


Product Briefs 


Coupling for permanent piping 
applications allows quick con- 
nect and quick disconnect. The 
device needs no flexible hose, 
but seals tightly on a rubber 
gasket. The coupling is available 
in % in. and 1 in. I. D. sizes in 
cadmium-plated steel, anodized 
aluminum, or passivated stain- 
less steel, and is recommended 
for the rapid addition or removal 
of valves, gages, pumps, or meters 
in pneumatic, hydraulic, or fluid 
flow lines. Snap-Tite, Inc., Union 
City, Pa. 


Silicon-controlled rectifiers are 
available in models for negative 
gate current or positive gate cur- 
rent triggering. The complemen- 
tary devices are recommended to 
simplify circuitry. Units are rated 
at 1 amp., average rectified for- 
ward current, and 1.4 amp., direct 
current, at 80 C. Operating and 
storage temperature range of the 
devices is from —65 C to 
+150 C. Hoffman Electronics 
Corp., Semiconductor Div., 3761 
S. Hill St., Los Angeles, Cali- 
fornia. 


Graduating machine marks 
calibrations on aluminum, brass, 
and other metal tubing. The 
manually run unit provides 
fractional graduations on a 24-in. 
tube with one rotation of its 
8 in. dia. marking wheel. The 
machine gives a tube support, 
both inside and outside, as it ap- 
plies markings. Acromark Co., 
321 Morrell St., Elizabeth, New 
Jersey. 


Wound rotor motors mect 
NEMA standards in frame sizes 
213 to 326 U. Design features size 
and weight reductions, oversize 
grease reservoirs, and cast iron 
housing. The motors, recom- 
mended for use with elevators, 
cranes, hoists, and printing 
presses, are available with open, 
drip-proof, or fully enclosed, 
non-ventilated enclosures for 
horizontal, ceiling, or side-wall 
mounting. Louis Allis Co., 427 
E. Stewart St., Milwaukee I, 
Wis. 


Oscillating sheet  surfacer 
grains and polishes a variety of 
sheet materials, or cleans and pre- 
pares metals for drawing. Device 
features abrasive impregnated 
nylon, mounted on an arbor 
which is adjustable to oscillate 
from 0 to 400 times per min. The 
machine is available for wet or 
dry operation, and may work 
by itself or be integrated into 
a conveyor system. Sales Serv- 
ice Mfg. Co., 2363 University 
Ave., St. Paul 14, Minn. 
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Cleveland Concern 
Builds Pied Piper 


To Drive Out Rats 


Cleveland—tThe rat, perhaps 
the most cunning and adaptable 
of all pests, will find itself pitted 
against what may be (for it) the 
ultimate weapon. 

It’s a high-frequency sound de- 
vice, developed by Dynamic 
Sound, Inc., Cleveland, that is 
claimed to be able to clear build- 
ings of rats within 72 hours. 

The device is superior to all the 
traditional weapons used in man’s 
long campaign against the rat— 
poisons, traps, gases, etc.—be- 
cause his shrewdness and agility 
are of no avail against it. He 
cannot see it, smell it, taste it, or 
outwit it. He can only hear it’s 
nerve-shattering impulses, and he 
has only one escape—and that is 
flight far beyond the broadcasting 
range of the instrument. 

During the rats’ flight, they be- 
come highly vulnerable to other 


SOUND DEVICE matches rats, cun- 
ning and adaptability, is said to 
clear a building within 72 hours. 


traditional extermination devices 
the company says. Powdered 
poison, for example, placed over 
the rats’ “runs” or known exits 
from a _ building cannot be 
avoided during the forced exodus 
by the pests. 

The broadcast frequency of the 
Dynamic Sound machine is too 
high to be heard by the human 
ear, and has no effect on house- 
hold pets. Moreover, the sound 
pressure waves are extremely er- 
ratic in range, never duplicating 
the same pattern, so that the rat 
is unable to build up an immunity 
against them. 

One unit, measuring only 20 
in. x 31% in. x 12 in. can serv- 
ice up to 120,000 sq. ft. of build- 
ing area—with the aid of as many 
transducers or speakers as neces- 
sary. A time clock mechanism al- 
lows scheduling of broadcasting 
hours, particularly at night when 
rodents are most active and de- 
structive. 


Tirerti 


Comparator 
Can Be Programed 


Digital comparator handles 
measurement numbers at 
rates as high as 100,000 per 
sec. The device uses solid 
state circuitry throughout. 
Recomended for use in a 
checkout system, the pro- 
gramable device has three 
registers for the temporary 
storage of programed and 
measured data. 

Price: approx. $2,000. De- 
livery: immediate. 

Leach Corp., Compton, 
Calif. (PW, 9/19/60) 


Transfer Negative 
Provides Any-Size Copy 


Projection transfer nega- 
tive of camera speed can be 
processed in a single solu- 
tion in any standard diffusion 
transfer processor to provide 
same-size, reduced, or en- 
larged copy. Exposed nega- 
tive transfers to photocopy 
paper or films, or to diffusion 
transfer offset plates. 

Price: $6.20 (8 in. x 10 
in.) to $18.35 (14 in. x 17 
in.) per 100 sheets. Delivery: 
immediate. 

Ampto, Inc., Newton, N. J. 
(PW, 9/19/60) 
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Cabinet 


Saves Space 


Environmental cabinet for 
test work in industrial labs 
is available in temperature 
range of 40 F to 140 F, or 
from room to 140 F. Unit 
provides 60 sq. ft. of shelf 
area on 5 shelves, but takes 
up just 15 sq. ft. of floor 
space. Device features all- 
aluminum interiors and fluo- 
rescent lighting. 

Price: $2,000 to $3,100. 
Delivery: 4 wk. 

Labline, Inc., 3070 W. 
Grand Ave., Chicago 22, Il. 
(PW, 9/19/60) 


PLASTICS CAN 
WORK WONDERS 
FOR YOUR P&L 


Plastics can lower manufacturing costs, improve 
product performance, increase consumer acceptance. 
Some times one or another; many times, all 
profit-making three! 


Custom-molding the medicine cabinet is a case in 
point. It eliminates the need and cost of multiple 
parts. It assures close tolerances with minimum 
finishing. Molded-in colors eliminate expensive 
enamel spraying and baking. It mass-produces 
“quality” at low cost. 


The air-cooler capitalizes on the decorative and 
protective qualities of plastics, the strength of 
metals, and the fabricating short cuts of 
vinyl-on-metal. Chairs, desks, luggage, walls, 

and partitions are some of the many other products 
now being made of this versatile new material. 


New and improved families of plastics are making 
profitable things happen in many manufacturing 
fields. Let two new Monsanto booklets bring you 
up-to-date. Write for your free copies of 

“How To Buy Custom Molded Plastics,” and 
“Vinyl-on-Metal,”’ to Monsanto Chemical Company, 
Plastics Division, Room 765, Springfield 2, Mass. 


Monsanto does not make finished plastic 
products. For leading molders, extruders, 
and fabricators, who make these products, 
Monsanto has developed a broad range of 
Lustrex styrene, Monsanto Polyethylene, 
and Opalon® vinyl compounds. 


Monsanto 


Sactivaror in PLASTICS 


House Paint 
Forms Plastic Film 


Exterior house paint of 
latex resins forms a tough 
plastic film which expands 
and contracts with changes in 
the weather. The paint, avail- 
able in 12 colors, dries easily, 
is resistant to fumes, and 
may be applied to wood, as- 
bestos, stucco, brick, con- 
crete, masonry, or metal. 

Price: $7.98 per gal. De- 
livery: immediate. 

i Plate Glass Co., 
632 Fort Duquesne Bivd., 
Pittsburgh 22, Pa. (PW, 9/ 
19/60) 


New Coatings Are 
Developed From 
Polyester Resins 


Akron—Goodyear Tire & 
Rubber Co. has developed a 
tough, armor-like coating with a 
wide range of uses—from auto- 
mobile bumpers to sensitive re- 
cording tapes. 

The new Vitel coatings, for- 
mulated from a new family of 
polyester plastic resins, have ex- 
ceptional resistance to abrasion, 
ultraviolet rays, chemicals, and 
weather, according to H. R. 
Thies, general manager of the 
Goodyear Chemical Div. Other 
characteristics include, excellent 
adhesion, clarity, _ electrical 
properties, and ability to bind 
pigment. 

Most promising applications, 
Thies pointed out, are “as clear, 
tinted, or colored coatings for 
metals and such automotive hard- 
ware as bumpers and wheel 
covers. Other areas of use will 
be as protective and decorative 
coatings for architectural alu- 
minum and aluminum foil, and 
in wood stains, toners, primers, 
and finishes.” 

Vitel coatings, he said, also 
make excellent prime adhesive 
coats, electrical coatings, inks for 
laminating films, and binders for 
magnetic recording tapes. Ap- 
plied to paper, they improve 
gloss, wet strength, and rate of 
vapor transmission. 


New Forming Technique 
Uses Magnetic Force 
To Shape Workpiece 


New York—Engineers are ex- 
perimenting with another high- 
energy rate forming technique 
that may be extended to coining, 
machining, heat treating, and 
even cutting or gouging. 

It’s called electromagnetic 
forming and it consists of passing 
a huge quantity of electricity 
through a coil to produce a 
magnetic force that does the 
work. Equipment needed includes 
a d-c power source, banks of con- 
densers, switching gear, dies and 
fixtures, and a coil. 

When the system is set up, a 
high voltage charge of electricity 
is sent through the coil, building 
up the magnetic field with a surge 
that forces the workpiece into 
the die with almost explosive 
velocity. The operation takes 
about 1/1000th of a second. 

The method, an outgrowth of 
space research, is now under- 
going development work by a 
number of aircraft and research 
companies. 


Industry Again Boosts Research Spending, 
But Higher Costs Eat Up Much of the Rise 


New York—U.S. industry is spending 
over 10% more on new product develop- 
ment this year than it did in 1959, accord- 
ing to a mid-year survey conducted by 
American Management Association. The 
average increase for 26 industries: 
10.7%. 


66% With Increases 


Sixty-six percent of the 402 corpora- 
tions reporting showed 1960 budget 
increases for development of new prod- 
ucts and processes, while 7% reported 
decreased budgets, and 27% indicated no 
change. 

Budget fluctuations ranged from an 
average decrease of 11.8% in mineral and 
coal mining and 5.2% in publishing, to 
increases of 16.8% in electronics and 
22% in miscellaneous machinery and 
parts. 

Behind these figures lies the growing 


effort by management to hold the line 
against mounting-costs of materials which 
force product development budgets 
upward. 

“Most companies don’t know the actual 
cost of developing their new products,” 
said Dr. Philip Marvin, AMA research 
and development division manager. 

In announcing the survey results at an 
AMA development seminar at the Hotel 
Astor here, Dr. Marvin warned that 
“mounting but buried costs are rapidly 
rubbing off the glamour once associated 
with research and new products.” He 
called for elimination of wasteful manage- 
ment methods in setting up development 
operations. 


Company Must Be Ready 


“While the life blood of many indus- 
tries continues to be new product devel- 
opment,” he said, “there is no magic in 


PRECISION 


MINIATURE 
NUTS 


In miniaturized products, fastening delicate components 
securely in place can be a major production “headache”. 
If the fasteners used are not accurate, uniform and 
easy to install, assembly operations become a costly 


nightmare. 


To help solve this critical problem, Fischer is supply- 
ing precision turned miniature nuts that are tapped 
square (within 1°) to Class 2 tolerances, with lengths 
and diameters held to +.000” and —.005”. Sizes range 
from 4%” hexagon and include standard, special and 
odd size or shape nuts with standard or special threads 
from No. “0”. In addition, all Fischer nuts are furnished 
burrless, cleaned and ready to use. 


Whatever your application, if you require extreme ac- 
curacy and prompt “on schedule” delivery at competi- 


tive prices . . 
nut order. 


502 MORGAN STREET 


ewe 


. let Fischer quote your next miniature 
WRITE TODAY FOR ADDITIONAL MINIATURE DATA, 


there’s no premium for precision at 


SPECIAL MFG. CO. 


CINCINNATI 6, OHIO 9814-Fs 


research or in developing new or im- 
proved products if the process wastes 
money. One of the greatest wastes of 
time, money and manpower today shows 
up in development programs because 
more corporations aren’t organized struc- 
turally to absorb and put to use new 
knowledge and new products as rapidly 
as they are created.” 

Two developments make the need for 


money-saving methods particularly acute, 
in Dr. Marvin’s view: 

© Competition from tax supported tech- 
nology. 

@ The tendency of antitrust and patent 
policies to undermine the entrenched po- 
sition of existing proprietary products. 

Here are the budget fluctuations for 
new product development among the 26 
industries covered by the survey: 


Companies 

Industry Group Reporting 
pe -e fe 9 
Chemicals. . 62 
Construction Machinery. . 4 
Electrical Machinery........ 11 
SE A ee 
Engines and Turbines....... 3 
Fabricated Metal Products... 23 
Food and Beverages........ 19 
Instruments and Control 

RE A Neen 40 
Metalworking Machinery... . 6 
Mining Minerals and Coal... 5 
Misc. Machinery and Parts... 7 
Misc. Manufacturing........ 5 


Nonferrous Metals.......... 7 


Office Machinery........... 10 
Paper and Paper Products... 1 
Petroleum Refining......... 13 
Pharmaceuticals............ 12 
Plastics and Molded Products 5 
Printing and Publishing... .. . 4 
Public Utilities............. 3 
Rubber and Rubber Goods... 9 
is Ge Sakis 5 6s pisd 7 
Stone Clay and Glass....... 9 
PS idan 8s cas ee coh ée 6 
Transportation Equipment. ... 3 
MU CELSGNIA Gb eas 6 3 0k es 63 

WTR Ee he keen ts 402 


How Industry Allots for Product Development 


Budget Changes % Increase 
Up Same Down or Decrease 
4 2 3 4.0 
48 1 3 11.4 
2 1 1 —- 1.6 
7 4 10.1 
31 15 16.8 
2 1 11.0 
9 9 5 1.1 
cy 5 13.1 
29 10 1 14.0 
4 2 9.3 
2 3 —11.8 
6 1 22.0 
4 1 9.8 
3 3 1 7.4 
8 2 11.3 
8 2 1 9.6 
W 2 8.3 
10 1 1 11.0 
4 1 14.6 
2 1 1 — 5.2 
1 1 1 14.3 
5 3 1 10.8 
4 3 5.7 
6 3 19.2 
6 8.3 
1 2 $7 
36 23 a 10.3 
265 109 28 Avg. 10.7% 


a New Starrett 


BAND SAW BLADE 


ALLOY BAND 


"HERE'S HOW 


ALLOY BAND 
CUTS CUT-OFF COSTS 50% 


© Up to 50% faster cutting speed. 

Greater blade life with less blade changing 

and reduced down time. 

© Makes standard band saw machines oper- 
ate at close to maximum efficiency. 

© Cuts a wider range of metals including 

many tough alloy steels. 

Improved hot hardness and abrasion re- 

sistance permits faster speeds, heavier 

feeds. 


Eliminates investment in expensive, special 
equipment. 


Starrett ALLOY BAND is a new double carbide 
special alloy band saw blade developed for one purpose 
only — faster, more economical cutting and greatly 
extended cutting capability from standard band saw 
machines. 


Improved hot hardness and abrasion resistance 
permits higher speeds and heavier feeds on standard 
machines . . . extends the range of materials that can 
be cut including many of the tougher alloy steels . . . 
gives greater blade life with less blade changing and 
reduced down time. 

Standard band saw machines can be operated at 
close to maximum efficiency with Starrett ALLOY 
BAND ...saving up to 50% in cut-off costs and 
eliminating the need for expensive, special equipment. 

Starrett ALLOY BAND can be used in many cases 
on high speed band saw machines for which we also 
recommend Starrett Safe-Flex” High Speed Steel Band 
Saw Blades. 

For complete information on the new Starrett 
ALLOY BAND, see your Starrett Industrial Supply 
Distributor — or write Dept. PW, The L. S. Starrett 
Company, Athol, Massachusetts, J.S.A. 


World’s Greatest Toolmakers 


ALLOY BAND 


Purchasing Week 


September 19, 1960 


Automotive 
Perspective 


(Continued from page 40) 


public has yet to be set. Valiant and Lancer are the only compacts to offer a 
push-button, three-speed automatic transmission, and share with the Corvair 
the dubious honor of reviving the floor-mounted gear shift lever. Also out for 
test are chromeplated aluminum bumpers. b 

Summary: Engine—170-cu. in. 101-hp. slant six cyl. 
145-hp slant six is available mainly for “hot rod” sales. 
Tires—6.50 x 13. 


Price—To be announced but estimated at about $1.900.* 
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Optional 225-cu. in. 
Gasoline—regular. 
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The Dart 


Dodge passenger car sales are up 130% this year over 1959. Credit, of 
course, is due the Dart, which is essentially a resculptured Plymouth. 

For 1961, the Dart has been nicely restyled, but of more interest to fleet 
owners is the fact that this full-size car can be purchased for about $180 more 
than the average compact. Is $180 the figure you set on driver morale? This 
question is of great interest to Chrysler and the rest of the industry. 

Dart is available in three series and a complete assortment of body styles. 
A 145-hp slant six engine is standard, and it operates happily on regular 
gasoline even in the Southwest and on the West Coast where regular averages 
less than 91 octane. A variety of V-8’s are offered if top performance is a 
requirement, as well as a choice between automatic and manual, three speed 
transmissions. The automatic is push-button operated. 

Summary: Engine—225-cu. in. 145-hp. slant six described above is standard 
equipment. Regular gas users also will have option of a 318-cu. in. 230-hp. 
V-8 for about $100 extra. But three additional V-8 options ranging from 
260 to 330-hp. require premium fuel. Tires—7.50 x 14 with an 8.00 x 14 
option. 

Price—To be announced but estimated at about $2,100.* 
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The Plymouth 


Plymouth, like the Dart, is mounted on a 118-in. wheelbase except for 
stationwagons which measure 122-in. Basic body parts are all identical, but 
Plymouth has a unique claim to fame—it has abandoned its fins. Chrysler 
engineers until last week argued that fins contributed “aerodynamic stability” 
at turnpike speeds. Now they sheepishly talk of “clean design.” No matter. 
The new Plymouth rear fenders cost exactly the same to replace. 

The car is 0.1 in. longer and unchanged inside from last year’s model. Like 
all Chrysler-built cars, it features “torsionaire” front suspension which is a 
misnomer for adjustable torsion bars somewhat similar to the mechanism used 
by Jaguar and Mercedes for years. 

Also like the Chrysler cars discussed here, the Plymouth has a unitized 
body that was all new in 1960. Engineers conducting routine durability tests 
with these have been honestly amazed at their durability as compared with 
chassis-type cars of earlier vintage but the same make. Another factor of 
economic interest is that only unitized bodies can be completely dipped in 
corrosion preventive primer paint. 

Summary: Engine—Standard engine is 225-cu. in. 145-hp. slant six with 
same V-8 options as for the Dart. Gasoline—regular for standard Six and 
230-hp V-8, premium for other V-8 options. Tires—7.00 x 14 for the Six, 
7.50 x 14 for the V-8. 

Price—To be announced but estimated at about $2,100* 

* Estimated prices, based on equivalent 1960 models, are projected for cheapest 
models in line and exclude transportation, handling charges, taxes, and optional 
equipment. 
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Dodge Introduces the Slant-Six Dart Pickup; 


Second Genuinely All- 


Detroit—For the second time in the 
past 12 months, Dodge has introduced a 
genuinely “all-new truck.” In 1960, it 
was the cab-over-engine, heavy-duty 
models. This year, these are joined by 
the Dodge Dart Pickup, powered by a 
commercial version of the slant-six, 140 
hp engine. 

Optional is a 101 hp engine that is 
especially designed for city delivery 
service. The bigger unit puts out 215 
lb./ft. of torque between 1,600 and 
2,800 rpm. 

In the new pickup, the inclined engine 
has enabled Dodge engineers to lower 
height by 7 in. over previous models. The 
hood closes flush with the outside skin 
of the front fenders, forming a flat shelf 
that facilitates service. 
replaces the conventional generator. It 
lengthens battery life by eliminating the 
extreme cycling of the charge, more accu- 


New Truck in a Year 
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Dodge Dart Pickup Truck 


An _ alternator)than 30% less than a generator. Absence 


of wear-prone brushes extends the life of 
this unit by a factor of three. 
Box-width of the “sweptline” body has 


rately controls voltage and weighs more | been increased 4 in. 
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Olin Aluminum 
Sales Offices 


ALABAMA 
BIRMINGHAM 
FAirfax 3-444] 


CALIFORNIA 
LOS ANGELES 
DUnkirk 5-323] 


SAN FRANCISCO 
YUkon 2-9434 
COLORADO 
DENVER 
Florida 5-037) 
CONNECTICUT 
NEW HAVEN 
SPruce 7-149] 
FLORIDA 
MIAMI 

Plaza 7-0635 
GEORGIA 
ATLANTA 
TRinity 5-923] 
ILLINOIS 
CHICAGO 
ORchard 4-6886 


INDIANA 
INDIANAPOLIS 
MElrose 5-7613 
SOUTH BEND 
CEntral 3-8737 
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IOWA 
DAVENPORT 
DAvenport 3-5251 
KANSAS 

KANSAS CITY 
PLaza 3-2055 
WICHITA 

AMherst 2-8792 
KENTUCKY 
LOUISVILLE 
TWinbrook 5-8015 
MARYLAND 
BALTIMORE (Towson) 
VAlley 3-1426 
MASSACHUSETTS 
BOSTON (Newton) 
DEcatur 2-7805 
MICHIGAN 
DETROIT (Royal Oak) 
Liberty 9-5500 
GRAND RAPIDS 
GLendale 8-1265 
MINNESOTA 
MINNEAPOLIS 
FEderal 5-6322 
MISSOURI 

ST. LOUIS 
PArkview 6-0247 
NEW YORK 
FLUSHING 
Flushing 9-5800 
SYRACUSE 
GRanite 2-7551 


NORTH CAROLINA HOUSTON 


CHARLOTTE 
FRanklin 5-3498 


OHIO 
AKRON 
JEfferson 5-5005 


CINCINNATI 
CApitol 1-6030 


CLEVELAND 
PRospect 1-4444 
DAYTON 
BAldwin 6-368] 


OKLAHOMA 
TULSA 
Riverside 3-2660 


PENNSYLVANIA 
PHILADELPHIA 
(Bala Cynwyd) 
MOhawk 4-6100 
PITTSBURGH 
GRant 1-3855 


TENNESSEE 
CHATTANOOGA 
(Southern Electric 
Company) 
AMherst 7-6661 


TEXAS 
DALLAS 
Fleetwood 7-1591 


JAckson 6-1719 


WASHINGTON 
SEATTLE 

MAin 4-8363 
WISCONSIN 
MILWAUKEE 
BRoadway 3-8266 
International Sales 
Infernational Div. 
New York 22, N. Y. 
Plaza 3-0700 


Executive Offices 
New York 22, N. Y. 
Plaza 1-7227 


Distributors from 
Coast to Coast 


Mill Products 
Distributors 


ALABAMA 
BIRMINGHAM 
Atlantic Steel Co. 
WoOrth 1-2147 


CALIFORNIA 
BERKELEY 

A. M. Castle & Co. 
THornwall 5-2210 
LOS ANGELES 

A. M. Castle & Co. 
LUdlow 9-6611 


LOS ANGELES 
California Metals 
Distributing Co. 
ADams 2-6216 
(rod, bar, extrusions) 
LOS ANGELES 
Jones & Laughlin 
Steel Corp. 
RAymond 3-4581 
SAN FRANCISCO 
A. M. Castle & Co. 
ATwater 2-6920 
COLORADO 
DENVER 

M. L. Foss, Inc. 
KEystone 4-515] 


CONNECTICUT 
BRIDGEPORT 


Hunter & Havens, Inc. 


EDison 4-419] 
FLORIDA 

FT. LAUDERDALE 
Caulley Steel & 
Supply Co. 
LUdlow 3-7650 
MIAMI 

Caulley Steel & 
Supply Co. 
Plaza 4-2754 
ORLANDO 
Caulley Steel & 
Supply Co. 
GArden 5-3528 


Purchasing Week 


GEORGIA 
ATLANTA 
Atlantic Steel Co. 
TRinity 5-344] 


ILLINOIS 
CHICAGO 
A. M. Castle & Co. 
NAtional 5-6411 
CHICAGO 
Guardian Aluminum 
Sales, Inc. 
NAtional 2-5808 
CHICAGO 
Lafayette Steel & 
Aluminum Corp. 
LAfayette 3-7632 


ROCKFORD 
A. M. Castle & Co. 
WOodland 8-2211 


LOUISIANA 

NEW ORLEANS 
Woodward, Wight & 
Co., Ltd. 

TUlane 2471 


MARYLAND 
BALTIMORE 

Brass & Copper 
Supply Co., Inc. 
BEImont 5-1500 
BALTIMORE 

A. M. Castle & Co. 
Dickens 2-4000 


COIL, FLAT SHEET AND PLATE...ROD AND BAR...EXTRUDED 


MASSACHUSETTS 
BOSTON 

Kelco Metal Products Co. 
HUbbard 2-1737 


WORCESTER 
Kelco Metal Products Co. 
PLeasant 3-7625 


MICHIGAN 
DETROIT 
Production Steel 
Products, Inc. 
TWinbrook 3-5000 


MINNESOTA 
MINNEAPOLIS 
Keelor Steel, Inc. 
FEderal 3-4291 


MISSOURI 

NORTH KANSAS CITY 
A. M. Castle & Co. 
GRand 1-3666 


NEW JERSEY 

NEW BRUNSWICK 
Morrison Steel Co. 
CHarter 7-8400 

NEW YORK 
BUFFALO 

Seneca Steel Service, Inc. 
Riverside 7920 
SYRACUSE 

Murphy & Nolan, Inc. 
GRanite 4-2437 
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YOUR 
OLIN ALUMINUM 
DISTRIBUTOR SAYS: 


"ORDER TODAY... 
METAL TOMORROW’ 


When you need aluminum, and need it now, your 
sure bet for service is to call your Olin Aluminum 
distributor. On the same or the following day, the 
sheet, the extrusions, the casting alloys, or 

the screw machine stock you asked for, will be 
on the way to your shop, ready to fabricate. 


You won't have to settle for "just-as-good” specifi- 
cations, either. You get the alloys, tempers, gauges 
and sizes you ask for. In common alloy sheet. In 
heat-treated sheet. In extrusions (over 400 shapes 
to choose from). In cold processed rod and bar— 
obtainable only from Olin Aluminum and its 
distributors, and offering finer grain, improved 
machinability and better finishing characteristics. 


In short, if you're a stickler for service—it’s 
time you called your Olin Aluminum distributor. 
Make him your metals service center for both 
ferrous and non-ferrous products. You'll get— 


* Quick, effective, custom-tailored service 

¢ Extra plant space and working capital by 
minimizing your inventories 

¢ Technical service backed by Olin Aluminum’s 
metallurgical facilities 


¢ Slitting, shearing and roller-levelling service 
—in most cases. 


SHAPES...PIPE AND TUBING...CASTING ALLOYS 


NORTH CAROLINA 
CHARLOTTE 
Brass & Copper 
Supply Co. 

of Carolina, Inc. 
FRanklin 5-5508 


OHIO 
CINCINNATI 
Cincinnati Steel 
Products Co. 
TRinity 1-4444 


CLEVELAND 
Midwest Aluminum 
Supply Corp. 
PRospect 1-8240 


CLEVELAND 


The Universal Stee! Co. 


VUlcan 3-4972 


DAYTON 
Miami-Dickerson 
Steel Co. 
Clearwater 3-612] 
(rod, bar, extrusions) 


OKLAHOMA 
OKLAHOMA CITY 
McCormick Steel Co. 
MElrose 4-1492 


g OLIN MATHIESON ¢ METALS DIVISION « 400 PARK AVENUE * NEW YORK 22, N.Y. 
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PENNSYLVANIA 
PHILADELPHIA 
North American Brass 
& Copper, Inc. 
TRinity 8-5300 
PHILADELPHIA 
Steel Distributors, Inc 
GArfield 3-9300 


PITTSBURGH 
Lockhart Iron & 
Steel Co. 
SPalding 1-3450 


TENNESSEE 
KNOXVILLE 
Steel Supply Co. 
MYrtle 1-1163 


TEXAS 

CORPUS CHRISTI 
McCormick Steel Co. 
TUlip 4-0305 


DALLAS 
McCormick Steel Co. 
CHapel 7-3104 


HOUSTON 
McCormick Steel Co. 
ORchard 2-6671 


LUBBOCK 
McCormick Steel Co. 
POrter 2-8793 


WASHINGTON 
SEATTLE 

A. M. Castle & Co. 
MAin 3-0565 


WISCONSIN 
MILWAUKEE 

A. M. Castle & Co. 
Mitchell 5-3400 


Casting Alloy 
Distributors 


ALABAMA 
ANNISTON 
L. A. Draper 
Metals, Inc. 
ADams 7-3585 


CALIFORNIA 

LOS ANGELES 
McGowan Co., Inc. 
ANgeles 3-7575 


OAKLAND 
Globoloy Metals, Inc. 
Highgate 4-7249 


DELAWARE 
WILMINGTON 
North American 
Smelting Co. 
OLympia 4-9901 


Milton A. Meier Co. 
TRinity 5-9371 
MINNESOTA 
MINNEAPOLIS 


Harry A. Brown Co., Inc. 


PArkway 2-6664 
MISSOURI 
KANSAS CITY 
Altaw Distributing Co. 
CHestnut 1-1337 
NEW YORK 
BROOKLYN 
Henning Brothers 

& Smith, Inc. 
HYacinth 7-3470-1-2 
SYRACUSE 
Syracuse Metal 
Distributors, Inc. 


HOward 3-8501 
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ILLINOIS OHIO 
CHICAGO HEIGHTS CLEVELAND 
Benj. Harris & Co. Midwest Aluminum 
SKyline 5-0573 Supply Corp. 
INterocean 8-9750 PRospect 1-8240 
MASSACHUSETTS 
MIDDLEBORO CINCINISATS 
; Cincinnati Steel 

on State Aluminum Products Co 

ompany, Inc. at wy 

"Phone: 1251-W pose: Pagan 

MICHIGAN Distributors to Mobile 
DETROIT Homes Industry 


CALIFORNIA 

EL MONTE 

Trailer Coach Metal 
Specialties, Inc. 

Gilbert 8-9801 


ILLINOIS 

CHICAGO 

Kochton Plywood & 
Veneer Co. 

TAylor 9-0800 


LIN 


LUMINUM 
® 
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Strategy 


HAT 1.0 MEET pT 


1. Solution to Vendor Price-Increase 
game. 

As Gompers P.A., you should rec- 
ommend a switch to widget 312. 
Here’s how payoff box should look: 


CAMDEN 
I I 
Raise price Hold price 


$3,000 Jo 


; + 249 ‘ 
Switch fO Sic U 


y with 313183,000 | 82,000 | 8 


0° $3000 


Gomper’s minimum gains will be 0 
for Strategy I,—$3,000 for Strategy 
II. Camden’s maximum losses are 0, 
and $3,000. You should have starred 
the zero payoffs for each party 
(Strategy I for both) because this is 
the strategy that each should use. 


| UOMNDLANEHN L413 


UUSS0UUA DMMAEAAAL NA 


Answers 


LUAU) AN | nit 


Union Game. 

As management, you shouldn’t sub- 
contract (neither should the union 
strike). If you've filled in your pay- 
off box correctly, it will look like this: 

UNION 


Sirike Don't strike 


I Subcontroct}®30,000] 0 0 
MANAGEMENT P 
II Don't subcontroct}$20,000}$ 10,000 810,000 


$ 


30,000 $40,000" 

Management’s minimum gains are 
0 and $10,000 and the union’s maxi- 
mum losses $30,000 and $10,000 for 
Strategies I and II respectively. Man- 
agement doesn’t lose on either strategy 
but the union loses on both, (numbers 
would be minus if you played union 
side). 


2. Solution to the Textile Co. vs. 


quick source for 
fine Seamless Tubing 
in 


NICKEL 
ALLOYS 


Excellent cathode emission, high 
strength and rigidity at elevated tem- 
peratures for electronic and instru- 
ment applications. 


The all-purpose nickel alloy—non- 


corrosive, non-contaminating—in 
chemical processing, food, petroleum, 
marine, rocket motor applications. 


Resistance to corrosives particularly 
recommends it for food, dairy and 
pharmaceutical applications; dental, 
surgical and industrial instruments; 
rocket and jet fuel lines, etc. 


vl 


Copper-based alloy widely. used for 
fine wire connectors, prongs and elec- 
trical contact tips, electrical and medi- 
cal instruments. 

Sizes: from .010” O.D. to .375” O.D. 
Wall Thicknesses: from .042” to .001”. 
Tolerances: + .0005” to +.00025”. 
Delivery: Normally 5 to 6 weeks. 
Fabricated Parts: a complete service. 
Write for information on tubing or 
tubular parts, made from these alloys, 
as well as many other alloys of alumi- 


num, copper, steel, the precious metals 
and glass-sealing alloys. 


UNIFORM TUBES, 


Inc. 1200 Level Rd., Collegeville 2, Pa. 
HUxley 9-7276 


Precision to: 
+ .0002 
0000 


N 
. TOGK 


DOWEL&TAPER 
IMMEDIATE SHIPMENT — 


DOWEL PINS 

(precision tolerance) 
@ Stainless steel 18-8, type 303 
© Diams: .0312 through .500 
@ Lengths: 3/32” through 22” 
©@Chamfered ends 
©@“Specials” manufactured promptly 
© Full range raw material on hand 


TAPER PINS 
(commercial, precision, AN) 
@ Stainless 18-8, type 303. Also many in 
type 316 (Commercial tolerance) 
@ Size: 9/0 through 10 in stock 
@ Lengths: 3/16” through 8” 
(not all lengths in all sizes;) 
@ “Specials” manufactured promptly, 
any material 


PLUS ail types and sizes of screws 
(slotted, Phillips—both magnetic and 
non-magnetic—hex, socket), bolts, 
nuts, washers, rivets, nails, keys, etc. 


PHONE OR WRITE for prompt 
quotation or shipment. Ask for catalog. 


CF gilts 
VATLIMETAL 


Manufacturers of Stainless Fasteners Since 1929 
821 Stewart Avenue, Garden City, L.1., N.Y. 
Phone: Ploneer 1-1200 TWX GCY 
Midwest Division 
6424 W. Belmont Avenue, Chicago 34, Illinois 
Phone: AVenue 2-3232 TWX CG 3185 


West Coast Division — Office and Warehouse 
5822 West Washington Bivd., Culver City, Calif. 
Phone: WEbster 3-9595 TWX LA 1 
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AEC Sets Cut-Rate Price on Cobalt-60 


Washington — To spur commercial 
usage and application of the so-called 
“miracle byproduct” of the atomic age— 
radioisotopes—the Atomic Energy Com- 
mission’s isotope sales dept. at Oak 
Ridge has drastically cut its prices on 
Cobalt-60. 

Customers, as of Sept. 15, may pur- 
chase Co-60 for $1 per curie. But to 
get the new price, purchases must be 
made in amounts of more than 100,000 
curies. Reductions of 25% to 50% have 
been made for other lesser curie quan- 
tities. 

The curie, named after the great French 
scientist, Marie Curie, is the standard 
unit of measure for atomic radiation 
equal to the energy emitted by one gram 
of radium. 


No Rush Expected 


AEC officials admit that the cost of 
Co-60, even at the cut rates, is not such 
as would make widespread industrial 
process usage economical. But they do 
say the way is now open for private firms 
to start their research and development 
progress. 

Said one member of the AEC’s tech- 
nical staff: “At least chemical companies 
looking for ways to develop new plastics 
won't go broke now just buying cobalt 
for research.” 

Cobalt-60 is also used as a major 
processing tool for such industrial opera- 
tions as chemical graft polymerization, 
irradiation preservation of foods, steriliza- 
tion of medical supplies and drugs, and 
synthesis of organic compounds. It is 
probably best known for teletherapy uses 
in the medical treatment of deep-seated 
tumors, and in industrial radiography, 
for quality control devices for cigarette- 
making machines. 


New Price Schedule 


The AEC’s new price schedule: for 
cobalt with specific activity (curies per 
gram) of 1 to 25, list price $2/curie; 26 
to 40, price $3/curie; greater than 40 
(but within normal production range, or 
less than 55 curies per gram), $4 per 
curie. 

Discounts also are allowed on pur- 
chases of less than 100,000 curies: From 
0 to 5,000 curies, customer pays list 
price; 5,001 to 25,000 curies, customer 
pays list price less 25%; 25,001 to 


100,000 curies, customer pays list price 
less 50%. If the buyer purchases more 
than 100,000 curies, under the new price 
schedule, he pays only $1 per curie, no 
matter what the specific activity in curies 
per gram. 


Former Prices 


Formerly the commission sold Co-60 
with 1 to 10 curies per gram specific 
activity for $2 per curie; 11 to 25 curies 
per gram, $3 per curie; 26 to 40 curies 
per gram, $4 per curie; and with a 
specific activity of more than 40 C. P. G., 
at $5 per curie. A 30% discount, for 
more than 25,000 curies of Cobalt-60, 
was formerly the greatest discount al- 
lowed on radioisotope purchases by the 
commission. 


for Your 
fast moves... 


" Same 
built-for-the-job 


TRUCK CASTERS 


Your plant will move 
materials faster, lower 
handling costs, build plant 
efficiency, and _ increase 
production profits when 
— buy dependable Bond 

asters for your trucks. 

See your Bond distribu- 
tor, he’s your selection- 


service headquarters for 
all Bond built-for-the- 

4 job Casters. 
FOUNDRY & MACHINE COMPANY 


322 Penn Street, MANHEIM, PENNSYLVANIA 


...@nd your 
delivery problems! 


Why? Because D-C takes the entire 
responsibility for delivering 

your order for parts, materials, 

or merchandise on time and in good 


condition. Only D-C can offer one-carrier 


responsibility coast-to-coast because 
only D-C goes direct coast-to-coast! 
One-carrier handling... one-carrier 
control... non-stop, straight-through 
service all the way on D-C 
equipment...cuts 20% off 
running time... assures 

you on-time delivery every time! 


Specify the Dependable Carrier... 
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DL... coast-to-coast choice for 
coast-to-coast service! 
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Tire Makers See Steady Tags for the Present 


(Continued from page 1) 

@Rising labor costs. Last 
month workers received an aver- 
age 10¢ per hour wage boost. 
[he major producers estimate an 
added cost burden of $1-million 
for every 1¢ rise in wages. 

@A substantial drop in earn- 
ings. Profits are down as a re- 
sult of slackening demand and 
stiff competition—both of which 
have forced some manufacturers 
to trim prices. 

The current situation is not 
without precedent. Wages were 
raised a similar amount in the 
fall of 1959, but prices remained 
unchanged until about five 
months later when a 3% increase 
was put into effect. 

But, while there are two 
strong factors pulling for higher 
price tags, there are two “sav- 
ing” factors which could help 
keep prices in line. These are: 

@ Natural rubber prices have 
been dropping steadily from a 
high of 47.2¢/lb. in June to 35¢ 
last week. 

@ Tire yarn prices also have 
been on the decline. Price of 840 
denier nylon, a type widely used 
in tires, dropped from $1.20/lb. 
to 92¢ during the past 12 months. 
Its competitor, 1100 denier 
Tyrex (rayon) yarn was trimmed 
from 66¢ to 54%¢ during the 
same period. 

“I think manufacturers will de- 
cide one way or the other on 
prices, once they see their third 
quarter earnings reports at the 
middle of next month,” one in- 
dustry source told PURCHASING 
WEEK. “If earrings take another 
big drop, you can bet tire pro- 
ducers will start making plans 
for price increases.” 


Rivalry Sparks Price Cuts 


The stiff competition for tire 
markets has sparked several price 
cuts in the tire field. The latest 
is Goodyear’s 10% to 15% cut 
on rayon mud and snow tire 
prices. For example, a 6.70-15 
snow tire that sold for $18.95 last 
winter is now priced at $15.95 
plus a recappable trade-in. 

Meanwhile, in order to liqui- 
date stocks of old first line tires, 
Goodyear and other producers 
are offering a special 10% dis- 
count instead of the $2 discount 
in effect for the past month. 

Manufacturers are counting 
heavily on some new tire products 
to boost sales. All three major 
Akron, Ohio tire companies, for 
example, who supply original 
equipment tires to the auto in- 


Pioneers, Inc., Agrees 
To FTC Rule on Claims 


For Battery Additive 


Washington — Pioneers, Inc., 
Oakland, Calif., and its president, 
Jess M. Ritchie, have agreed to a 
Federal Trade Commission order 
preventing the company from ad- 
vertising that its “Ad-X2” battery 
additive was approved or tested 
by the FTC or the government. 

The company was charged in 
an FTC complaint last March 
with making such claims in news- 
paper and periodical advertising. 
The commission charged this ad- 
vertising was deceptive and un- 
fairly diverted trade from Pio- 
neers’ competitors in violation of 
the FTC act. The consent agree- 
ment signed by Pioneers does not 
constitute an admission of a law 
violation by the company. 


September 19, 1960 


dustry, are bringing out new first- 
line rayon tires for 1961 cars. 

Goodyear is introducing a new 
‘custom super cushion” casing 
that Vice President C. C. Gibson 
says will give 15% more tread 
wear than the “best 1960 new- 
car tires.” He said the tire has 
more road-contacting surface 
than its predecessor to spread 
wear and increase traction. 

B. F. Goodrich said its new 
first line “Silvertown” has a tread 
pattern designed to give as much 
as 25% more wear than the tire 
it will replace. The center rib has 
been eliminated and the rubber 
has been added to the outside 
ribs where the load is heaviest. 

Firestone also is introducing a 


¢, é 


ROAD’S EYE VIEW of tread of B. F. Goodrich’s ne 


new first line rayon tire this 
month, for both original equip- 
ment and replacement use. 

Several of the major producers 
are still hard at work on the 
highly publicized two-ply tire, 
which was expected to appear on 
1961 compact cars. 

“Tires on the compacts in 1961 
will be four-ply,” one company 
spokesman said. “The two-ply 
isn’t quite ready yet, although it 
may come out sometime next 
year as a replacement tire.” 

The idea behind the two-ply 
tire, he added, is to make it as 
strong as the four-ply only lighter 
in weight so that it can be used 
not only on compacts but on 
standard cars as well. 


yah 


w first line tire allows 


the technician to study tread wear under actual load conditions. 


Value Engineering Gets Big Boost 
As Pentagon Seeks Ways to Save 


(Continued from page 1) 
proportionately to the function 
of the item. Value engineering 
is a systematic effort to get into 
the product only what’s needed 
and at the most economic cost.” 

An official VE _ definition: 
“analysis or appraisal of each 
element of design, manufacture, 
procurement, and installation of 
an item of hardware to achieve 
the required functional specifica- 
tions at the lowest possible cost.” 

The trend is to offer the con- 
tractor an incentive by allowing 
him to share with the government 
project, savings generated by 
value engineering (see PW Jan. 
25, °60, p 6). This is what has 
happened in recent weeks: 

@Army Ordnance Corps 
awarded its first production con- 
tract with a formal value engi- 
neering clause. The contract went 
to Temco Aircraft Corp., Dallas, 
Tex., for production of over $2- 
million worth of wings and 
elevons for the Hawk anti-air- 
craft missile. Temco is en- 
couraged to search out ways to 
modify specs and cut costs with- 
out affecting function and reli- 
ability. If Army Ordnance okays 
the spec changes, Temco will 
keep close to half the savings 
achieved. The Corps expects to 
increase contracting of this type. 

@The Navy Bureau of Ships, 
which has been pushing value 
engineering in shipbuilding for 
about four years, has begun to 
insert formal clauses in procure- 
ment contracts for equipment 
and components “encouraging” 
manufacturers to set up a formal 
value engineering program. Six 


contracts of this type have been 
signed, mainly with producers 
of electronics gear; more are com- 
ing. 

@Navy’s Bureau of Weapons, 
which now has about seven air- 
craft production contracts pro- 
viding for financial incentives 
through value engineering, plans 
to incorporate formal value en- 


gineering clauses—as well as 
other types of cost-cutting 
schemes—in contracts with 


Grumman Aircraft for develop- 
ment of the A2F attack plane and 
with Douglas Aircraft for de- 
velopment of the Missileer Air- 
craft. These will also offer a 
financial lure for cost reductions. 


Differing Views 


There are differing views 
among military procurement 
agencies on the techniques and 
merits of formalized value en- 
gineering efforts. 

Procurement policy planners 
in the Department of Defense, for 
instance, believe that VE clauses 
offering financial incentives are 
suitable almost exclusively for 
fixed-price procurement of equip- 
ment covered by firm government 
specifications. 

Army Ordnance officials, in 
general, agree. Indeed, the first 
contract, to Temco, covers a so- 
called “re-buy” order, which will 
be a second production run of 
the materiel. But the Corps also 
contracts out for VE as a form 
of engineering service, paying a 
specified fee to a company to 
evaluate specs and other cost 
factors in a project. 

The Bureau of Ships also 
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—___- This Week’s 


- 
Purchasing 
Perspective *" 


(Continued from page 1) 

Despite a downward economic tilt, optimistic observers remain 
convinced that enough hard and chips-down work by the sales 
department can overcome the apparent sag and keep business on 
an onward and upward course that will outdistance any “rolling 
adjustments” or recession apparitions that may lie ahead. 

* . * 
FORECAST—And since no sales meeting worth its expense 


accounts overlooks a good forecasting session, here are some 
views voiced by industry experts before NICB delegates: 

Steel—The inventory liquidation of steel probably will be 
fully completed by the end of 1960, but there appears little or 
no indication of inventory accumulation in 1961 (see inventory 
story page 1). Estimated 1960 steel ingot production: 105- 
million to 110-million tons, with industry plus and minus 
factors cancelling each other out, 1961 production may run 
about the same—some 70% to 74% of steel productive capacity. 

Chemicals—With a 5% increase in costs expected during the 
the next 12 months, the chemical industry must think more of 
profitable marketing and less of sales volume. Four factors— 
higher cost, stiffer domestic competition, excess capacity, and 
foreign competition—will have more influence on 1961 chemical 
marketing than in 1960. 

Nonferrous—Because consumers of copper, lead, and zinc 
have been drawing heavily on reserves for months, a resumption 
of buying on a large scale may delevop during the fourth quarter 
of 1960 and could gain momentum during the first half of 1961. 
But over-production rather than underconsumption appears to 
be the principal headache of these metals. World copper prices 
could run lower in 1961; zinc also could fall in price once some 
current production-arresting strikes are settled. 


a © * 

FLEET REVIEW—The best time of the year for fleet buyers 
to get a real life closeup of the automotive field may be next 
month when the National Auto Show opens in Detroit Oct. 15. 
The show promises to be the biggest and best ever staged by 
the automotive industry. Every 1961 model car and virtually 
all new truck models will be exhibited by every automotive-truck 
manufacturer. 


. * « 
BUYERS GUIDE—The introduction of new compacts already 


is affecting used care market prices. Seems the usual buyers of 
used cars are moving into a higher bracket—the factory-fresh 
compact. Industrial buyers who must dispose of old fleets must 
watch this volatile market situation closely . . . Manufacturers 
of small electric motors report stable prices but warn of a possible 
rescheduling of discounts around the first of the year. Mean- 
while, no price cutting seems likely, according to some industry 
spokesmen . . . Industrial leasing, already established in other key 
segments of the industrial arena, is coming along strong also 
in the machine tool area. U.S. Leasing Co., for example, 
reports it is now writing more than $1-million a month in machine 
tool leases—up one quarter of a million from only three years 
ago. 


limits value engineering contracts 


of Weapons says that value en- 


to fixed-price types of production. 
About 85% of fixed-price ship- 
building is covered by VE pro- 
visions. In all, the bureau has 55 
shipbuilding projects now in the 
works. Thirty-four of the proj- 
ects, with 13 builders, have VE- 
incentive provisions. The bureau 
estimates that cotnractors have 
achieved savings amounting to 
about $2.5-million in the past 
few years. 


General Dynamics Profits 


The Bureau’s most notable ex- 
ample is General Dynamic’s Elec- 
tric Boat Div. which has earned 
over $294,000 extra in construc- 
tion of four nuclear-powered 
submarines. The division pro- 
posed 225 changes in specifica- 
tions, use of materials, or pro- 
duction methods, of which 92 
were approved by the Navy. 

Examples: A $71,000 return 
by substituting electric stud weld- 
ing for adhesives in attaching 
damping materials to the inside 
of the submarine hull, a $16,- 
000 return by simplifying valves 
in a snorkel exhaust system. 

A spokesman for the Bureau 


gineering as a specialized tech- 
nique may be a “fad,” that it 
should be considered as only one 
additional method of seeking cost 
reduction. He says the bureau 
doesn’t necessarily believe spe- 
cific clauses and dollar incentives 
are required to encourage con- 
tractors to cut costs. 


Incentive Measures 


The bureau contracts for VE 
as an engineering service—that 
is, it pays a firm to appraise speci- 
fications and such for a fixed fee. 
It has also contracted out for 
VE effort on a development proj- 
ect and encouraged contractors 
on development work to use ve 
techniques on a voluntary basis. 
The incentive behind these meas- 
ures: potential production orders 
for lower-cost producers. 

The Air Force, which up to 
now has had no formalized VE 
program, will shortly issue a 
regulation spelling out a pro- 
cedure under which contractors 
will be encouraged to cut costs 
through value engineering and 
will presumably be offered a 
dollar incentive. 
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Chemists Turn Out More Substitute Materials 


(Continued from page 1) 
developed jointly by the U.S. 
Quartermaster Corps and Min- 
nesota Mining & Mfg. is said to 
give some protection even against 
nuclear blasts. 

@ The use of talcum powder to 
obtain smoother extruded parts, 
a development reported by Sierra 
Tale Co., South Pasadena, Calif. 

@Frigid fuels for jet propel- 
lants. 

@ Bacteria that oxidize sulfur 
to reduce smoke stack odors. 


@A new process for 
“formolite” commercially. 


using 


Phosgard is Monsanto’s trade- 
mark for a new family of organo- 
phosphorus compounds. All are 
in pilot-stage production except 
for one retardant, C-22-R, which 
is in interim-stage production and 
available in drum lots at “less 
than $1.00 per lb.” the other 
three compounds in the chlorine- 
containing “C” series (C-22, 
C-32, C-32-R) are available in 
evaluation quantities only. A 
future volume price range of 
30¢ to 35¢/lb. is expected for this 
series. 


Available After Oct. 15 


The bromine-containing “B” 
series will hit an estimated price 
range of 50¢-60¢/lb., Monsanto 
Officials said, based on prelimi- 
nary yield data and raw materials 
costs. The “B” series (B-52-R, 
B-20) will not be available in 
evaluation quantities until Oct. 
15 


Inventor of the process, Gail 
H. Birum of Monsanto’s Re- 
search and Engineering Div., 
Dayton, Ohio, presented the 
paper on the new compounds. 


Suggested uses are in _ poly- 
styrene, polyolefins, phenolics, 
acrylics, epoxies, polyesters, 


polyurethanes, paper, rayon, and 
possibly in synthetic fibers, as 
well. : 
Rubber, as well as plastic, may 
soon wear its own built-in pro- 
tection against flame. Nitroso 
Rubber, developed by USS. 
Quartermaster research and Min- 
nesota Mining & Manufacturing, 
may have its first application in 
coating soldiers’ uniforms. Ni- 
troso rubber is made by combin- 
ing two materials that are gases 


Item & Company 


INCREASES 


Woed Resin, So., K, M, ewt.. 


Tail oil resin, So., ewt...... 


REDUCTIONS 
Cobalt 60, AEC 


forging billets, lb. ....... 


Tetramethy! lead, 
DuPont and Ethyl, lb..... 
Anti-knock cmpnd., lb 
Casein, Arg.; clts., Ib........ 
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Menthol, Brazilian, lb....... 


Stainless steel, type 304, Carpenter, bars & wire, lb..... 
Gasoline, Mobil, R.I., dir, tnkwgn., gal................ 
Scandium oxide, 99.9% pure, Vitro, lb 


eee eee eee eee eee eee ee es 


Glycerin, Dom., crude, soap lye, basis 80%, agate sab at on 
Saponification, basis 88%, Ih..............cceccseees 


(oxygen and nitrogen) with the 
usual carbon. Unlike other rub- 
bers, it contains no hydrogen. 
Two physical properties (low 
tensile strength and_ ultimate 
elongation of 500%) limit its 
immediate application. Its use in 
rubber parts for tanks and other 
military vehicles is foreseen. 


New Uses for Talcum 


Talcum powder has_ been 
demonstrated as an effective re- 
inforcing agent for one type of 
synthetic rubber (SBR) accord- 
ing to Sierra Talc Co. When the 
new talc was used in a ratio of 
one part to four parts of carbon 
black, the company reported, the 
rubber compositions showed 
higher tensile strength (an in- 
crease of 200 Ib./sq. in.) and 
elongation (from 700% to 
850%) than with either black or 
talc alone. Practical results, in 
addition to smoother extruded 
rubber parts, could be a decrease 
in mixing and milling costs, 
Sierra’s M. F. Warner told the 
Society. 


Frigid Fuels 


Liquid methane and propane 
are being evaluated as fuels for 
the next generation of aircraft. 
That’s the word from the Na- 
tional Aeronautics and Space Ad- 
ministration in Cleveland, Ohio, 
which is experimenting with low- 
temperature fuels as a means of 
dissipating exces heat from jet 
engines. Most efficient way is 
“dump” the heat into the fuel 
just before it is used, but tem- 
peratures are getting to the point 
where they gum up the fuel. 
Liquid methane can _ absorb 
about five times as much heat as 
current jet fuels. 


Bacteria for Smokestack 


Smoke stack odors may be 
reduced by bacteria that oxidize 
sulfur-containing materials eight 
to 13 times faster than the ma- 
terials oxidize in the air without 
the bacteria. This was disclosed 
by researchers from the Dept. of 
Interior's Bureau of Mines in 
Pittsburgh. The bacteria (ferro- 
bacillus ferro-oxidans) oxidize 
the sulfur in coal as part of their 
regular metabolic processes. Ex- 
ample: Up to 65% of pyrite sul- 


fur was removed from coal after 


a 72-hour 


New Uses for ‘Formolite’ 


incubation _ period. 


Since its discovery by the Rus- 
sian chemist Nastyukov in 1903, 
the resin “formolite” has never 
found a commercial use. Now, 
adding a dispersing agent to for- 
molite resins has produced resins 
with very small particle size and, 
consequently, large surface area. 
The new resins have many 
potential uses as thickeners in 
lubricating grease, lacquers, 
paints, varnishes, inks, putty, 
and adhesives. With a wetting 
agent added: in creams, emul- 
sions, latex paints, and drilling 
muds. The new resins have al- 
ready been produced in a pilot 
plant by California research 
Corp. (Richmond, Calif.). 

The import vs. export con- 
troversy also held the stage at 
the ACS meeting. A call for 
lower foreign tariff barriers was 
sounded by Lt. Gen. James M. 
Gavin (USA Ret.), former head 
of Army Research and Develop- 
ment and now president of 
Arthur D. Little, Inc., Cam- 
bridge, Mass., research organiza- 
tion. 

Gen. Gavin urged the chemi- 
cal industry to push vigorously 
for a lowering of foreign tariffs 
to open up “tremendous new 
market potentials” overseas. 
“American businessmen,” he 
said, “have more to gain from a 
reduction in foreign tariffs than 
they stand to lose from a lower- 
ing of our own tariff barriers. 
In spite of all the current pes- 
simism about pricing ourselves 
out of world markets, we should 
not forget that we are extraor- 
dinarily strong exporters.” 


High Foreign Tariffs 


Even so, he _ pointed out, 
American exports often do not 
materialize because of high 
foreign tariffs. He decried the 
testimony by some chemical in- 
dustry representatives in Wash- 
ington during current interna- 
tional negotiations now under way 
in Geneva under the General 
Agreement on Tariffs and Trade 
(GATT). Noting that the speak- 
ers had asked for more tariff pro- 
tection, he said that such a 
course is neither feasible, de- 
sirable, or wise. 
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Resins and adhesives, phenol-formaldehyde liquid and 
solids, Monsanto, Oct. 1, lb 
Rosin sizes, Hercules, Oct. 1, 
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Alcoa to Close East St. Louis Plant 


St. Louis, Mo.—Aluminum Co. of America plans to close its 


East St. Louis chemical works over the next 18 months. 


The 


move was attributed to the continuing unprofitability of the 
operation due to the great distances between the plant and the 


company’s bauxite ore sources. 


Steel Scrap Tags Decline 
Pittsburgh—Steel scrap prices dipped $1.25 to $2.25 below 
August quotes last week on a sale by a major district railroad to 
brokers and dealers. Scrap industry leaders disagreed on the 
significance of the drop, but many called it a “further indication 
that there’s no strength in the market.” 


Polymer Reduces 


Nylon Bar Prices 


Reading, Pa.—Polymer Corp. has chopped prices of nylon 
tubular bars by as much as 30% to make nylon bars competitive 


with continuous cast bronze tubular sections. 


The reduction 


follows a previous cut of 50% on some bar sizes last February. 


Du Pont Lowers Anti-Knock Prices 
Philadelphia—DuPont Co. has cut prices on tetramethyl lead, 


used in anti-knock compounds, 
90¢/lb. The move, followed by 


from 94¢ to the equivalent of 
Ethy! Corp., brings the price of 


the tetramethyl lead anti-knock compound itself down to 


45.74¢/lb. from 47.77¢/lb. 


Stainless Steel Tags Cut 
New York—Several large producers and some smaller firms 


have cut mill base prices of type 


304L stainless steel. The reduc- 


tions, ranging from 2%¢ to 3¢/lb., cover sheets and cold rolled 
strip, bars and structurals, hot rolled rods and wire, and forging 
billets. These cuts follow similar ones on types 302 and 304 


stainless steel. 


Traffic Men Brace 


(Continued from page 1) 
to produce freight rate increases 
ranging up to 15%. 

@Shipping operations in the 
Port of New York are headed for 
a major tieup October 1 as the 
result of a contract dispute in- 
volving harbor workers and rail 
lines operating in the port. 


Boost Rates With Care 


Barge lines, which have been 
hard hit by the current produc- 
tion lag in major industries as 
well as increased labor costs, are 
approaching the job of boosting 
rates with great care. They feel 
there is “room” for increases in 
light of truck and rail moves in 
that direction, but they are hing- 
ing everything on one big ques- 
tion—will it lose any business? 

There are two major areas for 
new rates—one is where barge 
shipments compete with the rail- 
roads and the other where barges 
alone compete with each other 
for business. 

Labor costs in the industry 
have been rising steadily. The 
barge lines took on an extra 5% 
wage boost in August, 1959, 
following the big strike, and an- 
other 5% last month. They face 
still another 5% increase next 
year. The last freight rate in- 
crease in the industry came in 
November, 1957. 

Teamster locals from Trenton, 
N.J. to Poughkeepsie, N.Y. 
settled their dispute with trucking 
lines last week and won a two- 
year contract, including a 28¢/ 
hr. wage-benefit package. 

A spokesman for Associated 
Transportation, a large New 
York truck line, told PURCHAsS- 
ING WEEK, “there is no question 
that rates will go up shortly as a 
result of this settlement.” He 
said most truckers probably 
would seek a flat 15% increase. 

The new contract, however, is 
already stirring up a rash of 


for New Troubles 


criticism from. transportation 
officials. They claim that clauses 
in the contract pertaining to hot 
cargo, secondary boycotts, and 
organizational picketing are in 
direct violations of the Landrum- 
Griffin Labor Reform Law, 
which specifically bars unions 
from participating in such activi- 
ties. 

Sources close to the industry 
predict that the National Labor 
Relations Board will act quickly 
to eliminate these clauses before 
they set a precedent for the rest of 
the trucking industry. 

As for the New York Port tie- 
up, federal mediators are cur- 
rently hard at work to produce an 
agreement between union and 
rail officials. As of late last week, 
however, both sides were still 
far apart on wages, vacations, 


health and welfare, and work 
rules. 
Back to Normal 
The Pennsylvania Railroad 


quickly resumed normal opera- 
tions following the 12-day strike 
by some 20,000 maintenance and 
shop workers, which began Sept. 
1. The only remaining problem, 
according to a Pennsy spokes- 
man, was “getting back that 
volume which was diverted to 
other rail lines and trucks.” 

The Pennsy said: 

“The final settlement recog- 
nizes the right of the railroad to 
contract work to outsiders. How- 
ever, the railroad did agree that 
it would not contract out the 
work of rebuilding or upgrading 
locomotive units or equipment 
parts where existing facilities 
were adequate and there was a 
sufficient number of qualified 
employes available to do the 
work, except that the railroad 
could contract out such work 
where it could be done by out- 
siders at lower cost than the rail- 
road could do it itself.” 
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ICC Taking Steps to Smash Bootleg Shipping 


(Continued from page 1) 
ICC examiner C. Evans Brooks 
which found illegal the operations 
of Federal Shippers Association 
of Miami. Similarly the affiliated 
services of A-1 Truck Rentals, 
Inc., of Miami, and Chicago Con- 
solidators, Inc.—insofar as they 
extend into the operations of 
Federal Shippers Association— 
were held to be in violation of 
the Interstate Commerce Act. 

Brooks found that the ship- 
ping association was actually act- 
ing as a freight forwarder and 
soliciting business from shippers, 
instead of operating as a co-op 
serving only member shippers— 
as a legitimate co-op must do. 

By law, shipper associations— 
co-ops—are exempted from ICC 
regulations if they band together 
on a non-profit making basis to 
pool shipments in order to take 
advantage of volume freight rates. 

Freight forwarders perform 
much the same type of shipment 
pooling operations to gain the 
lower volume rates. The differ- 
ence is that freight forwarders ac- 
cept shipments from any shippers 
on a profit making basis. These 
companies are subject to ICC 
regulations, must file freight 
rates, and must obtain ICC per- 
mits to operate. 


The Evidence 


From the evidence presented 
at Miami and Washington hear- 
ings, the ICC examiner found 
that the Federal Shippers Asso- 
ciation used advertising to solicit 
business and hired solicitors; that 
it was not operated on a non- 
profit basis; and that the associa- 
tion actually was run by one 
person, Seymore Silverman of 
Miami, with no participation by 
any other member shippers. 

Examiner Brooks has recom- 
mended that the company be 
forced to cease operations. A 
quick decision on the issue, how- 
ever, is not likely. Parties to the 
investigation have until October 
2 to file exceptions to the ex- 
aminer’s report. Then, another 
20 days is allowed for replies to 
the exceptions. Best guess is that 
it will be early next year before 
there is final ruling. 

Even then, there is a good 
chance the issue may go on to 
the courts. Certainly if the com- 
mission should reverse its ex- 
aminer’s report, the freight for- 
warder industry would carry the 
matter to the courts. If the com- 
mission upholds the examiner’s 
report, Silverman may well appeal 
to the courts. 

What the forwarders want is a 
clear ruling from the ICC against 
shipping associations that are not 
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bona fide cooperatives. For 
years, the forwarder industry has 
claimed that such shipping asso- 
ciations all across the country are 
syphoning off legitimate business 
from the forwarders. 

The number of such organiza- 
tions is a guess, but estimates run 
from 50 to 100. When both rail- 
roads and truckers began offer- 
ing volume rates in the past two 
or three years a rash of shipping 
associations have cropped up. 
Some are legitimate co-ops, the 
forwarders admit, but a sizable 
number of them are not. 


To date, however, the ICC has 
little in the way of precedent to 
police the illegal shipping asso- 
ciations. 

Actually, the law exempting 
cooperative shipping associations 
is so broad it makes strict en- 
forcement difficult. It states that 
“the operations of a shipper, or 
a group or association of ship- 
pers, in consolidating or distrib- 
uting freight for themselves or 
for the members thereof, on a 
nonprofit basis, for the purpose 


of securing the benefits of carload, 


truckload, or other volume rates” 


are not subject to ICC regula- 
tions. 

The ICC has long wanted to 
get a tighter definition of co-ops 
from Congress. But even the 
commission finds it hard to de- 
cide just how this should be done. 
And naturally existing legitimate 
co-ops are not anxious for Con- 
gress to tamper with the status 
quo for fear that they may be 
brought into federal regulation. 


Half Dozen Cases Pending 


Right now, the ICC has a half 
dozen similar cases pending be- 
fore it around the country. All 
are virtually on the same grounds; 
that the shipping groups are not 
bona fide co-ops. This is one rea- 


son the forwarders are anxious 
to wim a victory in the Miami 
case. They say it will set the 
pattern for trimming back this 
type of competition to only the 
legitimate co-op groups. 

Caught somewhat in the middle 
of the argument are the legitimate 
co-ops. Although they have no 
sympathy for shipping organiza- 
tions posing under their legal 
status, the co-ops also know that 
the forwarder industry has often 
expressed a desire to have legal 
co-ops stripped of their exempt 
status. Forwarders officially dis- 
claim such designs, but the legal 
co-ops are not sure how long it 
will be before they are brought 
under forwarder fire, too. 


Castomatic®, acid core, rosin core, 

aluminum, 95/5, bars, spools, solid wire, 
cake, powdered, 
drop and segment, foil, wiping 
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FEDERATED SOLDERS 


There are Federated solders of every type for every purpose. 
Some are standard in composition and form, some are unique. 
All are distinguished for their superior performance assured 
by the most rigid production controls. Castomatic solders, for 
example, are machine cast by an exclusive process that elimi- 
nates harmful oxides, produces a bar solder that’s dross-free, 
fine grained, with no hard spots, voids, or soft spots. Every 
Castomatic bar of a given analysis melts at the same tempera- 
ture, guaranteeing trouble free operations. Federated also 
supplies solders to meet specialized industrial techniques. 
Use coupon below to write for Bulletin No. 131, which lists a 
full description of all Federated solders. Or call Federated 
Metals Division, American Smelting and Refining Company, 
120 Broadway, New York 5, REctor 2-9500, or your nearest 
Federated sales office. 


Where to call for information: 


ALTON, ILLINOIS 
Alton: Howard 5-2511 


St. Louis: 


BALTIMORE, MARYLAND 
Orieans 5-2400 


NEW YORK CITY, N. Y. 
New York: Digby 4-9460 
PHILADELPHIA 3, PENNA. 
Locust 7-5129 
PITTSBURGH 24, 
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PENNA. 


BIRMINGHAM, ALA. Museum 2-2410 

Fairfax 2-1802 PORTLAND 9, OREGON 
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Chicago: Essex 5-5000 
Whiting: Whiting 826 
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ST. LOUIS, MISSOURI 
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SALT LAKE CITY 1, UTAH 


Cherry 1-1678 Empire 4-3601 
CLEVELAND, OHIO SAN FRANCISCO 24, CALIF. 
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DALLAS, TEXAS SEATTLE 4, WASHINGTON 
Adams 5-5034 Main 3-7160° 

DETROIT 2, MICHIGAN WHITING, IND. (CHICAGO) 
Trinity 1.5040 Whiting: Whiting 826 

EL PASO, TEXAS Chicago: Essex 5-5000 
(Asarco Mercantile Co.) 


HOUSTON 29, TEXAS 
Orchard 4- 
LOS ANGELES 23, CALIF 
Angelus 8- 
MILWAUKEE 10, WIS. 
Hilltop 5-7430 

MINNEAPOLIS, MINN. 
Tuxedo 1-4109 
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C/R Soff Hammers 


C/R Jawhead Hammers are the best “soft” hammers you 
can buy. They speed work, reduce fatigue and increase 
safety -- and never mark or spoil finished work. Oversize 
solid hickory handles are longer, stronger with heads 
locked on for life. They'll actually save you money in 
better work and longer life. 
C/R RAWHIDE FACES: made of specially processed water 
buffalo rawhide compressed to size under hydraulic 
pressure. No other known material will transmit greater 
striking power. 


NEW! NYLON FACES: for all C/R Buy C/R Jawhead Hammers 
Hammers, interchangeable with raw- Changes faces in seconds! from your local industrial sup- 
hide faces. Unusually resistant to plier — or write for this illus- 
heat, oils, moisture and most acids. trated brochure. 


1299 Elston Avenue @ Chicago 22, Illinois 
In Canada: Distributed by Chicago Rawhide Mfg. Co. of Canada, Ltd., Brantford, Ont. 
Export Sales: Geon International Corp., Great Neck, New York 


